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Switches 
HaH 450 





Any way you look at it, this new switch has 
features you want: —its design follows a persistent 
market -demand. 

Its compact size and shallow base make it just 
right for shallow ceiling units. Only 9;" deep! 
The easy, quiet action of the mechanism bespeaks 
a switch of Quality and Durability. Pull chain has 
a special stop to prevent breakage by extra-hard 
pulls. 

The “works” are enclosed in brass shell, with 6" 
wire leads secured in Bakelite section. Rated 3 
Amps., 125 V., 1 Amp., 250 V. Listed as standard 
by Underwriters Laboratories... And competitively 
priced for large-volume SALES. 


PSotb THROUGH YOUR HART & HEGEMAN DIVISION. ELECTRICAL WHOLESALER _ 
sus "| ARROW-HART & HEGEMAN ELECTRIC CO, HARTFORD. CONN, Jia 
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LOOKING 


INTO THE NEWS 


IT’S YOUR 
BUSINES S— That adequate wiring campaign is gath- 


ering speed—and size—like a snowball rolling down 
hill. More important—it creates an avalanche of 
new and extra business wherever local wholesalers 
and contractors have decided to cash in on it by 
cooperating. 

Enthusiastic endorsement comes from many and 
varied quarters, reports on hand including news of 
the first certificate issued in New York City; a 
21-homes development in Dallas, Texas, wired to na- 
tionally accepted standards ; while the Southern Cali- 
fornia Edison Company announces a 1939 campaign 
objective of $1 million new and extra wiring business 
and an additional $3.8 million of related appliance 
sales within the territory it serves. 

Wholesalers and their salesmen have carried the 
torch successfully in other campaigns. Here is one 
they simply can’t afford to stay out of because it 
makes more sales and extra profits at no, or little, 
extra cost. 


ALIBI—Ii your business isn’t from 15 to 40% 


. 


ahead of last year, current reports of sales in other 
elds will not provide you with hooks on which to 
hang an alibi. 

Here are some of the “ups” of the country-at-large. 
Electrical apparatus and supplies, May sales up 21%, 
five months refrigerator sales up 40%, six months 
washer sales up 35%, automobiles up 40%, pianos 


up 31%, furniture up 25%. If yours is a rural 
territory—rural sales recorded the biggest June 
month since 1929, were 15% above last June, this 


year topped the first six months of 1938 by 124%. 
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If it’s “Building” figures you want, look at the 
“BUILDING ’S UP” item on next page; if it’s un- 
employment you wonder about, look at the “WASH- 
INGTON STRAWS”, also in this department, but— 
don’t expect to find alibis. Right now business 
records spell G-O-O-D N-E-W-S, and if you are not 
topping last year’s figures by good margins—well, 
we guess there’s something worth looking into. 


TAX 
DOLLARS$—The current issue of the Westinghouse 


Electric and Manufacturing Company's house organ 
shows in dramatic fashion just how the company’s 
1938 income of $160 millions was spent. 

After 42 cents of every dollar went into the pay 
envelope of the workers and 28.7 cents was spent for 
raw materials and supplies, out of the remaining 
29.3 cents the tax collector took fully 44 cents. To 
put it another way, nearly one sixth of the company’s 
presumably controllable overhead expenses was ab- 
sorbed by uncontrollable taxes. 

Why is that your business? Simply because you 
should know how big a burden taxes are to employers 
and realize that if current trends continue the tax 
collector will reach into your own pocket for steadily 
increasing slices of your personal overhead expenses. 


R.E.A.— It’s rural electrification that is making the 
wheels go ’round in many sections of the country. 
Private utilities are extending rural lines wher- 
ever reasonable returns on investment are in sight. 
Late returns from Washington indicate that the 
Rural Electrification Administration will have $460 


5 





million to spend in its remaining 7 years, with $20 
million immediately available. 

Since July first, R.E.A. has allotted $6,565,000 to 
finance seventy projects in nearly thirty states, which 
will mean thousands of miles of new “high lines”, 
thousands of new electrical wiring jobs, markets for 
huge quantities of wire, cable, wiring devices, fix- 
tures, appliances, also power installations for many 
farms. 

It’s the wholesaler’s job to keep posted on this 
matter, work ahead of the procession, tip off his 
contractor-dealer customers and help them to work 


“ee 


ahead of “high line” construction, “sew up” house 
wiring contracts and appliance sales. Even if he 
does have to work with the leading member of the 


“cooperative”, there’s money in it. 


CALL-A-DAY—Our contemporary, the Plumbing 
and Heating Journal last month launched a “Call-A- 
Day” campaign. It states, “There’s nothing compli- 
cated about the campaign. No red tape. Nothing 
to buy. No elaborate sales promotional system to 
set up. No hard-and-fast rules to cramp your style.” 
Substantially it demands that the contractor-dealer 
should decide to make at least one selling call a day. 

As simple as all that! BUT—we are dead sure 
that the salesman who can get most of his cus- 
tomers to do just that is going to boost his sales 
far beyond his fondest expectations BECAUSE 
such calls inevitably will develop business. Smart 
contractors will make three, four, five calls-a-day, 
and produce proportionately more new business, with 
resulting bigger orders for the salesman who “sold” 
them on the “Call-A-Day” idea. 

It is reported that in less than a month contractors 
and wholesalers from 30 cities in 19 states joined 
the “Call-A-Day” drive. We do not propose that 
electrical wholesalers make a race out of it. Instead 


‘ 


we compliment the P & H Journal on having pro- 
jected a most excellent plan. 

After all, plumbing contractors and electrical con- 
tractors are “brothers under the skin,” and in more 
ways than one. Understanding the latter, we think 
that the “Call-A-Day” campaign will click. 


BUILDING 


; ° ° ° e ° 
S$ U P— Bo) s, the building business is hatching a 


young boom, and you know that buildings—old or 
new, large or small, residential, commercial or indus- 
trial, are the No. 1 market for electrical goods— 
only Chick Sales’ specialty productions excluded. 

Cast your eyes over these figures. For the first 
six months of 1939 the Federal Housing Adminis- 
tration reports 80% gain over 1938 in new home 


construction. Every working day now sees 500 new 


home building jobs started—average value per home 
$5,500. 

The F. W. Dodge Corporation reports that in the 
first half of 1939 contracts for new residential build- 
ing in 37 states east of the Rockies were 61% above 
the same period of 1938. Non-residential building 
contracts were up 19%, heavy engineering contracts 
up 19%. 

If a young building boom is in the making—can a 
boom in electrical sales be far behind? We say NO 

~if the electrical salesmen are up to their jobs. 


WASHINGTON 
S$ TRAWS—Congress probably will have adjourned 


before this issue reaches you—so that business should 
pick up some more because there is less danger oi 
explosive happenings. . . . Official report of Ameri- 
can Federation of Labor shows lowest percentag: 
of unemployed since July, 1937 and their index 
stands where it was in October, 1929. . . . While 
young building boom is budding, the government 
threatens big investigation of building industry and 
building trades unions under the anti-trust laws; ii 
it happens watch for some fireworks. . . . Larg 
government payments to farmers and good crop re- 
ports should help make business good in rural areas 
. . . Wallace is still trying to spank business for 
extending special terms to big buyers, but got a bad 
set-back when Circuit Court of Appeals in Chicag: 
called the practice merely normal exercise of busi- 
ness discretion. . . . Orders for airplanes and allied 
equipment totalling $170 millions are in the works 
placed for delivery by July, 1941, they will make 
extra business for hundreds of specialty and parts 
factories. . . . Third term boosters suffered seriou: 
setback with passing of Hatch bill which prohibits 
Federal employees from engaging in political promo- 
tions or activities. ... Government officials ar 
watching foreign developments closely for signs « 
Hitler-Danzig eruption—prediction is that if blow-u 
is averted this fall, Axis Powers will have to be goo 
from now on as England and France will be strong 
enough—aerially speaking—by spring 1940 to admin- 
ister swift and sound spanking if anything break: 


loose. 


EDITOR 
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‘It's a BIG JOB to sell 


37 ADEQUATE WIRING “7 Old Homes 
)\ ~4ut the FUSTAT can help you do it” 


Stops overloading that hinders the full use of electricity 


The branch circuit is the “‘bottle-neck”’ of electric service, because 
through it flows all the “‘pay load”’ to the user. As this “‘bottle-neck” 
is overloaded, SATISFACTORY service diminishes because: 
1. Overloading usually means a low- 
irned ween y voltage condition that causes user dis- 


satisfaction due to inefficient opera- 
tion of lamps and appliances. 


2. Overloading, when continued often 
destroys the wiring and causes money 
loss to the user — revenue loss to the 
Utility and tremendous loss of good will 


hould to the entire industry. 


er 0 
meri- ye The Fustat steps in to help correct this overloading evil 


ntag © , Its non-tamperable feature shuts out “handy men” from substituting too 

Salon large a size, and tampering it in any way to permit overloading is virtually out 

eucs i of the question — without such tampering being clearly visible where it warns 

W hile the user that all protection is gone. 

iment if Since the user can’t load a circuit beyond proper capacity of the copper, the 

Fustat eliminates revenue sapping low-voltage conditions — 

; And by blocking excessive overloading it prevents overheating that destroys 

VS; It wiring, creates fire hazards and causes costly shutdowns, 

Lars In addition, when a Fustat does blow to protect, only the normal load on one 
= circuit is off the line — instead of a user possibly having a large part of his lights 

yp Te and appliances out of service. 

areas 
; User can’t side-step 

adequate wiring issue 


Wipes out any excuse 
for tampering 
A Fustat won’t blow when washing 


ss tor 


bad oe = oe 
_ When additional circuits are needed 
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1 
Freaks 


What is the Fustat? 


It is a fuse to which a 
thermal cutout is added. 
It protects like a fuse 


the user cannot readily side-step the 
issue at the sacrifice of safety. New 
circuits that increase efficiency of ap- 
pliances and encourage their greater 


machines, refrigerators or other motors 
start because of its long time-lag. It 
wipes out any excuse for tampering 
or the use of fuses too large to properly 
protect when shorts occur in flexible 


against shortcircuits—even 
high resistance shorts such 
as occur in flexible cords. 
It protects against per- 
= manent overloads, even 

Adapter when as light as 25%. 
retails at Yet it will not blow 
7c on motor starting cur- 
rents of washing ma- 

chines or other appliances. 

It has a non-tamperable base that keeps 
anyone from robbing the circuit of pro- 
tection, 

It fits Edison base fuseholders through 
the use of an inexpensive adapter. 


BUSSMANN MFG. CO 


cords, 


Helps get more appliances 
on the line 
The circuit can be loaded to ap- 
proved capacity without needless 
blows — or sacrifice of safety — for 
the Fustat doesn’t blow on starting 
currents. 


use must be installed. 


Permits more outlets per circuit 

Adding a maximum number of out- 
lets is a perfectly safe practice because 
the Fustat guards the circuit against 
overloading. 


It’s just good business to sell, install and use Fustats 





Retails at 


hes 


fe 15 to 30 amp. mses 





University at Jefferson, St. Louis, Mo 


JEFFERSON ELEC. CO.., Bellwood, Il 
KIRKMAN ENGINEERING CORP., 121 Sixth Ave., New York City 
NATIONAL ELECTRIC PRODUCTS CORP., Fulton Bldg., Pittsburgh, Pa 


UNION INSULATING CO 
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NEW EDITOR FOR 


Wholesalers Salesman 


EADERS of Wholesaler’s Salesman will be interested 
in the news that O. Fred. Rost has become 
editor of this paper as of July first. The publi- 

cation takes great pleasure in this announcement for 
Mr. Rost brings a knowledge and experience to this 
publication that will both broaden and strengthen its 
service to the field. 

* * * 


Until about a decade ago Mr. Rost was prominently 
identified with the electrical wholesaling industry as 
head of a group of electrical wholesale houses in the 
East. As one of the active leaders in the National 
Electrical Wholesalers Association, he took a progres- 
sive and constructive part in developing more efficient 
national distribution of electrical products. 

* * * 

Mr. Rost had come into the electrical field as part 
of a carefully planned program, whereby he had already 
devoted years to the practical study of marketing 
and distribution. He saw it as the next major problem 
in the evolution of American business. He had already 
built up a broad background of personal experience in 
the hardware, food, department store, railway supply, 
automobile and other fields, embracing the manufactur- 
ing, wholesaling, retailing and merchandising functions. 

* * * 

He brought to the electrical industry this diversity 
ot background knowledge, coupled with a habit of con- 
structive thinking and an enthusiasm for the improve- 
ment of business practice. Mr. Rost’s achievements 
in the radio and electrical industry are too numerous 
to mention here. He was active in every progressive 
movement and in 1927 received the James H. McGraw 
\ward—the Wholesaler’s Medal—for organizing and 


conducting a national educational course on Construc- 
five Salesmanship for jobbers’ salesmen. This came as 
a fitting tribute at the time when he was about to gratify 
i lifelong ambition to devote himself to journalism in 
the fields of marketing and distribution. 
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In 1928 he joined the editorial staff of the McGraw- 
Hill Publishing Company as a consultant on distribu- 
tion. In 1929 he took up active editorial work and 
since then has contributed articles on marketing and 
allied subjects to many McGraw-Hill publications. 
Until 1936 his principal responsibility was that of 
Marketing Editor of Business Week. In that year 
he was made editor of Radio Retailing. 

* * * 

Meanwhile, however, Mr. Rost has achieved inter- 
national recognition as an authority on marketing. His 
writings have appeared in many national publications. 
His latest volume “Distribution Today” is in wide use 
as a text book. He has lectured at universities and 
addressed many national organizations. His first hand 
studies of distribution are known throughout this coun- 
try and in Europe. 

* * * 

In returning now to the electrical industry, as editor 
of Wholesaler’s Salesman, Mr. Rost will once more 
devote himself to its advancement and upbuilding. We 
believe he will again contribute a sound and construc- 
tive leadership, particularly in the direction of improving 
and stabilizing marketing practices and policies and 
that under his guidance this publication will render an 
ever more useful editorial service. 

* * x 
friends of Earl Whitehorne, editorial 
director of this publication during the last two years, 
will be glad to know that he relinquishes this post so 


The many 


as to again devote all his time to Electrical Contracting, 
the publication of which he has been editor for several 
years. 


EXECUTIVE VICE PRESIDENT 


T HERE ARE about 2750 food can 
ing plants in the U.S.A. They 


are in every part of the country, 
and every size of village and city. 


In addition, canning is done in 
breweries, creameries, paint factor- 
ies, oil refineries, and all sorts of 
manufacturing plants. There is 
scarcely a wholesaler who has no 
canned products on his shelves 
I'll bet you have some on your own. 
rattlesnake 
insecticides 


Today they even can 
meat, airplane parts, 
and wine, although not together in 
the same can. Canning depart- 
ments run into the tens of thousands. 
The market is big. 

Food canners have seasons, but 
do not let that fool you. Most are 
striving for new products to extend 
seasons. In the off seasons they 
rebuild. And right when you think 
one canner is busiest he may be in 
his “in between” idle spell, as be- 
tween early and late peas for ex- 
ample, when he is working fever- 
ishly to fix the 


things that went 


haywire during the early season 
run, 


Get a name for wise counsel dur- 
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Canning today is a highly mechanized in- 


dustry, making it a large electrical market 


By Edwin Laird Cady 


ing the slow seasons, quick think- 
ing during the “in between”, and 
lightning service during the rush, 
and you have the canneries in your 
hand. 

Canneries are under awful pres- 
sure to modernize. The national, 
state, and local governments; effects 
of the wages and hours laws; com- 
petition ; women’s associations ; their 
own trade associations; the big 
food wholesalers, chains and _ re- 
tailers—all pound the canneries to 
improve themselves. And most of 
the modernization is going electrical 
to help you sell. Back of the pres- 
sure and the willingness of the better 
canners are huge chunks of research 
from all of the forcers. 

Cleanliness is the spearhead of 


ling must 
be cleanable, and more and 


the modernization. Everyt] 
more 
mechanisms must be sterilized. 

There may be a dust problem or 
an insect problem in cleanliness. 
Sell electrified window screen hook- 
ups, air cleaners, and air condition- 
ing apparatus. 

Surfaces must be kept painted. 
Sell sprayers. And sell portable 
motored cleaning devices, such as 
rotary brushes, pumps, and _ violet 
ray outfits. 

Lighting is being improved, for 
faster working, better cleaning, and 
inspection. Sell glow lamps, spot- 
lights, combination neon and mazda 
hook-ups to simulate daylight. Do 
not overlook the lighting of roads 

; : 


and grounds, for the reception of 
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arm produce in busy season may 
xo on all night. 

Electricity is used for cleaning 
he product in process, by flotation, 
lowing, washing or vacuum. Sell 
transformers, motors and supplies. 

Canneries like to buy their power 
but generate their own steam. Many 
in the small villages must also gen- 
erate their power. Steam and power 
are expensive. Sell controls. In- 
struments can make dramatic rec- 
ords in canneries. 

Hére is a market for every mo- 
torized drive you sell. Especially 
the cleanable ones. Motors and 
bases, gear-motors, chain drives, 
speed reducers—all are needed. 

Canneries are the portable para- 
dise. Mixers, stirrers, drills, grind- 
ers—their production, cleaning or 
maintenance needs them all. 

Sell electric steam generators for 
cooking and processing. And vi- 
brators for cleaning produce, sort- 
ing and grading. 

Many canneries own extensive 


farms. Others control them or 


guide them. They are a big mar- 
ket for rural electrification supplies. 

Meet the master farmer. He may 
not be called that, for he may chew 
tobacco and eschew titles. He will 
talk to you when no one else has 
time. He may buy for the farm, 
recommend for various parts of the 
plant, and give you leads on what 
is going on and what they’re think- 
ing about in the plant. 

Meet the receiving and prepara- 
tion room foreman. His titles, too, 
may vary with the kind of product. 
But he buys or recommends equip- 
ment for lighting, cleaning, heating, 
air conditioning, vibrating and sort- 
ing; all sorts of devices. Sell him 
radios, to lessen the tedium and 
increase the production of his gangs. 

Then meet the processing or 
chief engineer. Talk to him about 
his present problems, but even more 
about his plans for the future. And 
he has plenty of plans. Canneries 
are taking on more and more proc- 
esses. Some, which use over 10,- 
000 Ibs. of sugar per day, are even 











Plant Electrician 





refining their own from the raw. 
They are adding quick freezing with 
all of its power and control prob- 
lems. And even more revolutionary 
methods are on the way. 

Most of the modernization pres- 


sure comes on the process engineer. 
As in all cooking, he must change 
his methods a little with changes in 
the weather, the raw materials re- 
ceived, and the orders from his sales 
department. More and more he 
wants records and exact controls, 
with meters, instruments, spot and 
area heaters, variable speeds, and 
the like. He even controls some 
liquid densities electrically. 

He is always improving his ma- 
terials handling, whether by chains, 
belts or pipes. He likes continuous 
weighing scales. His ever present 
problem is to get more kinds of 
products, flavors or mixtures out of 
the same raw material bases, ma- 
chines and labor. His job is tough. 
He needs your knowledge. 

Behind the process or chief engi- 


(Continued on page 39) 








Purchasing Agent 





























Master Farmer 








Electrical Contractor 














Process Engineer or 
Chief Engineer 








Chief Chemist 




















Local Farmers 
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Consulting Engineers 














County Agent 














Sales Engineers of 
Machinery and 
Can Supplies 




















Bacteriologist 

















Consulting Chemists 




















Power 
Engineer 








Packing and Store- 
house Foreman 














Wastes Disposal 
Engineer 





Maintenance 
Engineer 























Garage and 
Vehicle Manager 
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Municipal 
Authorities 


























Sales Promotion 
Manager 






































HARRY REBACK 
has a plan that helps the con- 


tractor sell fixtures to the fair 


ones. He makes selection easy. 


r IS OFTEN a headache for the 
| fixture salesman when some con- 
tractor brings a woman into the 
wholesale house to select the light- 
ing for her home. She is usually 
completely bewildered by the large 
array. 

She likes this one. . . . “No, that 
one over there is prettier’... . 
“Maybe we better look at a kitchen 
light first’. . “Will this one fit 
in with my furniture?” .... 4 And so 
The lady wants to decide, 
but the variety is so broad that she 


it goes. 


12 


A. B. Conklin, Jr. 


By 


is unable to focus her attention on 
any one unit. 

Harry Reback, who manages the 
fixture department for City Electric 
Company, Syracuse, New York, 
knows all about it. And some time 
ago he hit on a way to help them 
make up their minds quicker and 
with complete satisfaction. This is 
his plan. 

When Mrs. Jones comes in with 
a contractor, or is sent in by one, 
Harry doesn’t immediately whisk 
her through the fixture room where 
he has some 450 units on display. 
His first step is to find out what 
she needs. So he sits her down at 
his desk and asks a few questions. 
Is she relighting just a few rooms? 
Is it a case of refixturing the entire 
home? Or is it a new residence? In 
that case, how large is it? Is it 
Modern, Early American, Spanish, 
English? How high are the ceil- 
ings? 

When he has the answers, Harry 
knows how to proceed and where. 
\lso by this time he has a fairly 
good idea of how much she can af- 
Then he starts his 
selling—room by room. He first 
takes the bedrooms, then the kitchen, 
then the basement and garage. 

As the lighting for the living and 
dining rooms is the most important 
and the most likely to be confusing, 
They 
consider the dining room next to 
the last. 
last step. This is because it is to- 
day’s general practise to omit ceiling 
fixtures there; so if Reback can 


ford to spend. 


he leaves these to the last. 


So the living room is the 
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A section of the residential room where 450 units are displayed. 


sell his customer neither ceiling or 
wall pieces he is finished with fix- 
tures, and can switch the conversa- 
tion to floor and table lamps. 

He has another problem too. It 
has to do with that bad practise of 
builders who put lighting in the 
stepchild class, leaving the selection 
of fixtures until everything else in 
the proposed house has been chosen, 
as a result of which lighting gets 
the small end of the budget. He 
hasn't licked the condition yet, but 
he is making headway. 

“It is purely a matter of educa- 
tion,’ Harry says. “So we con- 
tinually follow the architects and 
general contractors to impress on 
them the sales and comfort advan- 


tages of attractive fixtures. And 
we notice that our story is sticking 


Which 


means we get a chance to do a 


with greater frequency. 
selling job on lighting before all of 
the prospect’s money has been spent. 

“We also cooperate with the utili- 
ties, and they are continually pro- 
moting better lighting. 
carrying on advertising campaigns, 
they have men out in the field. We 
follow their leads and help our con- 


Besides 


tractors close their deals.” 

Even when new construction is 
slow there in the Syracuse territory, 
Reback’s fixture department moves 
ahead. For they do not depend on 
new building alone. As a matter of 
fact, some 60 per cent of their resi- 
dential fixtures go into old homes. 
And from 70 to 75 per cent of the 
commercial volume is for relighting 


stores, factories and _ institutions. 
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HROUGH URGING our salesmen 
, ee be on the lookout for addi- 
tional lines to handle, we happened 
into the electric tool business. It 
While mak- 


ing missionary calls in plants, sev- 


came about this way. 


eral of our salesmen noticed the 
increasing use of motor driven tools, 
a line of products we had not been 
stocking. 
get some of this business. 


They suggested that we 


I was interested and decided to 
give the tool business a trial. But 
there was a lot to learn. So we 
called in the experts to tell us. We 
held a series of sales meetings with 
manufacturers’ 
find out what tools we could best 
distribute, where to sell them, and 
how to do it. 

And we learned. 


representatives to 


These fellows 
discussed each tool in detail—the 
drill, screwdriver, hammer, grinder, 
polisher, buffer, saw, sander—and 
demonstrated their uses and advan- 
tages. And they never let us for- 
get that there was money to be made 
selling motor driven tools. 

We took on the lines eleven years 
ago and during these years we have 
had some interesting experiences 
and gained knowledge which may be 
of value to others. Briefly, here it 
is: 

1 Motor driven tools are profit- 
able to merchandise because the 
price schedule is generally main- 
tained and each sale represents high 
dollar volume. 

2 Tools have to be demonstrated 
to arouse and hold interest. Our 
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MODERN PIONEERING 
with Electric Tools 


A New York wholesaler tells his experiences with 


s 


pe 


motor-driven tools and shows why they are profitable. 


By Henry J. Baitinger 




















Baitinger salesmen frequently 
make demonstration-calls with 
Black & Decker and Independent 


Pneumatic Tool salesmen. 





Henry J. Baitinger, president, 
Baitinger Electric Co., 
New York City 


salesmen carry samples, demon- 
strate, and frequently leave the tools 
for the prospect to try himself. 

3 Periodic calls with manufac- 
turers’ representatives are extremely 
worthwhile, primarily as a schooling 
medium. Our suppliers maintain 


demonstration-trucks which are in- 


valuable for showing the whole line 
and closing sales. 

4 The market is broad. In fact 
every plant needs a variety of tools, 
ranging from drills, grinders and 
sanders in the production depart- 
ments, to saws and screwdrivers in 
the shipping room. 

5 The salesman must create tool 
Although the market is 
broad and extensive it must be 
brought to light. Consequently there 
is a definite need for the salesman 
to get into the factory and cultivate 
everyone from the superintendent 


business. 


to the warehouse boss. 

6 Tool sales bring additional busi- 
ness. While digging for tool ideas, 
the salesman gets into industries 
and departments not usually visited, 
and, while there, frequently uncov- 
ers lighting or power equipment 
business. 

7 A tool stock is easily ware- 
housed. It is the kind of packaged 
shelf merchandise that 
wholesalers like to handle. 


electrical 
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These pictures high-light some of the changes 


E S Jake Kahn made when he rejuvenated General 
7 Electric Supply's Salt Lake City building. 
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Jacob A. Kahn, district manager, drew a fine, newly furnished, Construction material displays line the first floor foyer. They 
private office up on the fourth floor. suggest new items and make selection easy. 





Order and accounting departments, all fresh and shiny, share Industrial and commercial lighting units, wired and lamped, for 
the fourth floor with the executives’ sanctums. quick comparison and easy selling. 


Counter and broken package stock room on the first floor, pro- Roomy, clean, complete service shop, with fluorescent lighted 
vides fluorescent lights and stools for weary contractors. work benches, speeds appliance repairs. 
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J]. R. Steele and some sample promotion pieces which helped build Glasco’s loyal dealer group 


MAKING APPLIANCES Resell 
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S" AKING of modern pioneering, 
I think our experience with 


traffic appliances over the past eight 
or nine years may be of some inter- 
company up to 1930, 
we'll savy, had been doing a good 
average job of appliance selling. We 
distributed 


+ 


est This 


good merchandise to 
many dealers and enjoyed a profit- 
able believed 


were greater possibilities. 


business. But we 
there 

We decided to organize a system- 
atic service that would help appli- 
ance dealers become more prosper- 
[It sounds simple 
and easy, but we 


ous merchants. 
went at it as 
though it was going to be very hard. 
We selected an appliance specialist 
and trained him for a campaign of 
personal cooperation with dealers in 
the greater St. Louis district. The 
idea was to team up with the deal- 
ers, one by one, and show them 
how to do a better selling job—to 
insure tl profitably 
before we took their orders. 


ieir re-selling 


He went to each retail store, 
looked over its setup and the neigh- 
borhood opportunity. He showed 


them samples and suggested plans 
S° > 


for selling. He began to keep these 


dealers informed about all special 
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By J. R. Steele 


General Sales Manager, 
Glasco Electric Co., St. Louis 


promotions we were conducting. He 
tied them in with national as well as 
local advertising. He sold the appli- 
ances, device by device, not only to 
the merchant but to his sales people. 
He got the boss to take home appli- 
ances of special interest and try them 
out in his own household., He got 
the dealers’ salesmen to take them 
home too. : 

Meanwhile, the Glasco sales pro- 
motion department developed a 
combination of seasonal catalogs 
and supporting letters and announce- 
ment folders. They were designed 
to function not as urgent appeals 
or as high pressure but to keep the 
dealers informed. We sent them out 
at proper intervals to sustain in- 
terest in bread and butter appli- 
ances by advising them of special 
promotion activities and seasonal 
opportunities. We also made plain 
just how much profit could be made 
and how. 

It was not an easy job. 
was but one of several distributors 
of every important line. _ But our 
purpose was to make the dealer feel 


Glasco 


that Glasco was taking more trouble 
to help them sell these lines, was 
closer to their individual needs and 
problems. And when they saw and 
felt that this was so, they naturally 
looked to Glasco as headquarters. 
And by continuing this contact and 
cooperation consistently ever since, 
we have built up an interdependence 
between this house and these many 
retailers that has been very profit- 
able to us both. 

In my opinion the success of our 
program has rested largely on these 
two factors— 

1. We have planned the promo- 
tion on each appliance in such a 
way that we knew when and how 
that device would move. We could 
then tie in the dealer with complete 
assurance that if he would do his 
part, his turnover would follow 
promptly and he would see results. 

2. We have tied our salesmen into 
our promotion planning. The fold- 
ers, announcements and arguments, 
statements of policy and fact, are 
discussed with the selling man at 
every step. They participate in 
both the planning and execution of 
all promotion and therefore feel a 
personal responsibility. 





Stores Manager says PLEASE’ 


” SALESMAN’S time is valu- 
able to himself and -to his 

There are a thousand de- 
mands upon it. We all know that.” 
J. R. Wells, stores manager for the 
Westinghouse Electric Supply Com- 
pany, Seattle was speaking. We were 
sitting around talking about orders 
and how they run. 

“But it should not be out of the 
way for us on the inside to ask for 
perhaps a minute of his time on each 
order written,” he continued. 

“How do you mean?” I asked. 

“Well a number of wholesalers in 
every center are handling the lines 
of four or five manufacturers whose 
products are practically identical. 
The customer wishes to order a No. 
XYZ switch. That is the number 
he knows it by. But it happens that 
this is not the one we carry in stock, 
although it is the same in price, 
quality, and performance as ours. 

“If the puts the 


house, 


salesman item 


]. R. Wells, stores manager oi 
Westinghouse Electric Supply, 
Seattle, Wash., offers practical 
advice to outside salesmen for 
saving time and expense. 


through as No. XYZ it immediately 
starts a chain of operations in our 
office as follows: 

1. A telephone call by our pick-up 
clerk to the house carrying that 
line to find out if they have 
No. XYZ. 

A requisition for the item writ- 
ten up. 

Truck goes over to the other 
house to make the pick-up, and 
it may be the only item wanted 
on that call. 

Receipt must then be checked 
in by our receiving department. 
Item next must be checked on 
the other wholesaler’s 
to us. 

Then the bill is paid, another 
waste motion. 


invoice 





BALANCE iz C 


i pene is a fine balance to be 
struck in the cooperative rela- 
tionship between the credit depart- 
ment and the salesmen. On the one 
hand, credit and collections are the 
credit man’s work and he shouldn't 
expect the salesmen to do his work 
for him. On the other, there is a 
certain small percentage of the ac- 
counts that the credit man cannot 
handle personally without going to 
expense all out of proportion to 
their importance. 

Harry Arnold, the general credit 
manager for the North Coast 
Electric Co., Portland, Ore., made 
the above statement and then went 
on to explain further : 

“In the first place, there are at 
least 75 per cent of the accounts 
of the most stable class that don’t 
need a credit man anyway. It is the 
other 25 per cent that require most 
of the work. Yet if carefully han- 
dled they represent an important 
part of the volume. Of this 25 per 
cent, the majority can be kept in line 


16 


“So we sacrifice a part of our pro- 
fit and so does the other wholesaler. 
And often the cost on such a transac- 
tion may be as much or even more 
than the value of the item, if it is 
one of low cost. 

“We of the Stores Department ask 
for this minute of the salesman’s time 
so he can explain to the customer 
that our No. ABC is practically the 
same as the XYZ, and ask if our 
number may not be written in. And 
this need not be classed as substi- 
tution when applying to old line 
standard products under considera- 


tion. It is just common sense.” 





y Henry W. Young 


t and Sales 


Credit Manager Harry Arnold 
of North Coast Electric, Port- 
land, Ore., shows how the 
sales and credit departments 
can work together more effec- 
tively. 


by the ordinary procedure of the 
credit office. What are left repre- 
sent a class largely sound but made 
up of a peculiar type of individuals. 
They won’t pay any attention to let- 
ters or telegrams and can be handled 
only by personal contact. They 
represent a potential outlet, but 
without the salesmen’s aid we cannot 
sell them for the reason that they 
would cease to be profitable if the 
credit man were obliged to go out 
and call on them frequently. 

“In such cases, where there is the 
proper teamwork between the sales 
and credit department, the salesmen 
can watch the credit conditions and 
even make the collections. The ad- 
vantage to them is obvious, since by 
holding onto these customers they 
increase their own revenue if they 


are working on commission, or hold 
up their volume if on straight salary. 

“Here’s where the fine ‘balance’ 
comes in. If the credit man will 
handle all accounts that he possibly 
can and only call on the salesmen to 
function in case of dire need, that 
leaves the latter free to put their 
efforts into their own work, which 
is selling. 

“So the whole thing boils down to 
a simple process of wading through 
the accounts and arriving at a clear 
understanding on the part of both 
credit manager and salesmen to de- 
termine on which ones there is an 
overlapping of responsibility.” 
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HEN YOU THINK of the East- 
W\ ern Electrical Wholesalers’ 
\ssociation, that progressive group 
of 82 independents in the New York 
metropolitan district, you think right 
away of “Cap” Weir. As managing 
director, he has successfully guided 


nd goaded this organization 
through many trials these last five 
vears. In behalf of EEWA he has 
matched wits and courage many 
times with individual manufacturers, 
unions, and others who seemed to 
him lacking in proper appreciation 
of the functions of a wholesaler. 

Gulian V. Weir came naturally 
by that “Cap” appellation. He 
springs from a long line of American 
soldier-artists. He’s the fifth gener- 
ition of Weirs to serve in the regu- 
lar army, and the third of his name 
to be captains. His grandfather, 
Col. Robert W. Weir, was for maay 
ears professor of art at the United 
Military Academy. 

Weir’s dad joined the Union 
\rmy in the Civil War when a 
youngster, and stayed in the regular 
irmy as an officer of the field artil- 
lery. His grandfather on his moth- 
r’s side was a Colonel of Pike’s 
Indian Brigade of the Confederate 
\rmy. But “Cap” won his own 
‘ight to the title. 

“Cap” Weir was born in Eliza- 
eth, N. J. He went to school there, 
ut while still a youngster, wander- 


States 
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He was big for his 
age and husky. So he had no trou- 
ble signing on a merchant ship. He 
liked it and went places. 

While the Boer War was going 
strong he touched in England with 


lust got him. 


his ship. There he caught the army 
bug, and when he returned to this 
country he joined up with the Na- 
tional Guard, and then the Regular 
Army, and served with infantry, 
cavalry and machine guns.  Pro- 
motion came rapidly. When he re- 
signed from the army in 1911 for 
all time, he thought, he was a lieu- 
tenant of infantry. 

Fresh out of the army, the elec- 
trical business attracted him, and he 
went to work for Agens and Hopper, 
Newark, New Jersey, wholesalers. 
In 1915 he pulled out, and organized 
his own wholesale house, the Eliza- 
beth Electric Supply Co. 

Everything went along fine until 
1917, when America decided the 
world ought to be safe for democ- 
racy. Weir was ordered back into 
service ; so he sold his business and 
became an assistant instructor in the 
first officer’s training camp at Fort 
Meyer, Va. He went overseas in 
1918 as a captain of the 318 Infantry 
and commanded an infantry com- 


pany and machine gun battalion. He 
was ordered back to Fort Hancock, 
Augusta, Ga. as a machine gun in- 
structor and received his majority 


ulian U. Weir 


OF NEW YORK 





A_ soldier, now battling 
against diluted distribution 


in the electrical industry. 


the day after the armistice was 
signed. 

He resigned from the army early 
in 1919, having decided that fifteen 
years a soldier was about enough, 
and that it was really time to settle 
down and go to work. So he or- 
ganized the Domestic Electric Sup- 
ply Co. in New York, to get into 
the growing electrical supply busi- 
ness. In 1922, he sold out to Fuller- 
ton Electric Co. and set up a 
maufacturers’ agency—Weir, Smith 
and Co.—to sell electrical supplies. 

Having been “depressed” in 1930, 
he closed his agency business and 
became sales manager of the Circle 
“F” Mfg. Co., wiring device makers 
of Trenton, N. J. But four years 
later, Julian Hawkes, who had or- 
ganized the EE WA, and brought it 
through four years of growing pains 
as its first managing director, de- 
cided to go into the conduit busi- 
ness. Bob Beller, thought of “Cap” 
Weir, and forthwith he was drafted 
to the managing director’s job. 

The choice was a happy one. 
Weir has never failed to keep his 
group of independent competitors 
together on all important matters. 
He’s a self-starter, and a scrapper, 
and they all know it. And now he 
has them all solidly with him, work 
ing out the main objectives of the 
Association—opposition to diluted 
distribution. 

It has been no easy job, but “Cap” 
thrives on it. He is sure that when 
the independent wholesalers of New 
England, New York state and east 
ern Pennsylvania come into EEWA, 
the east will find its electrical whole- 
saling business more profitable or 
know the reason why. 











"'See—I/ told you he was out” 
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and here’s why... 


these New Type ““MO” COLT MULTI-BREAKERS are 
the very latest thing in circuit breaker design. They 
are rugged in construction . . . designed for today’s 
small home, farm and industrial requirements. They 
provide circuit protection that is entirely automatic 

. absolutely safe. They are inexpensive to buy... 
easy to install. Flush or surface cabinets with 
Grounded or Insulated Neutral. 15, 20 or 25 ampere 
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Surface cover with Box ready for instal- fog “ t “4 
Type. “MO” Unit lation with Grounded capacities. Overall size is only 6%" high by 4” wide. 
attached. Neutral. 


SEND RIGHT NOW FOR COMPLETE DESCRIPTIVE CIRCULAR 








ELECTRICAL PRODUCTS 


MANUFACTURED BY A WORLD FAMOUS ORGANIZATION 
COLT'S PATENT FIRE ARMS MFG. CO., HARTFORD, CONN. 


FLECTRICAL DIVISION 
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NEW 


PRODUCTS 
TO SELL 











CIRCUIT BREAKER 


FEATURES . . . Designed to reach low- 
cost housing, farm, small store and shop 
fields. Combines switching and over cur- 
rent protection. Provides home or cot- 
tage with service or load center for 
lighting and appliances; on farm useful 
for grinders, milking machines, etc. DE- 
TAILS ... Available in 15, 20 and 25 
ampere sizes for 115/230 volt single and 
two pole applications. Measures 6!/,” 
high, 4” wide and 27%” deep and is 
adapted to flush or surface mounting. 
No live parts exposed. Factory cali- 
brated and sealed. Interrupts circuit 
under same overload conditions but will 
not open circuit during brief periods of 
high inrush encountered in starting mo- 
tors. MADE BY ... Square D Co., 6060 
Rivard St., Detroit. 


———— RUBBER CORD CONNECTOR 


FEATURES . .. Large rubber cord con- 
nector for portable lights, motor driven 
tools, etc. Cap also available. DETAILS 
. . « Half-inch cord hole for heavy cable. 
Fibre disc with ample clearance to sim- 
plify wiring. Brass washer inserts in 
body screwholes for additional reinforce- 
ment. MADE BY ... Eagle Electric Mfg. 
Co., Brooklyn, N. Y. 














Distribution 


“Hold still, O'Reilly, if the effect 
is good I'/l buy one for the wife.” 





FEATURES . . . Midget size superhetero- 
dyne receiver measuring 9” wide, 434” 
high and 3” deep. DETAILS . . . Oper- 
ates on a.c. or d.c. Has built-in an- 
tenna, full dynamic speaker. Streamline 
design. Finished in walnut and ivory, 
with recessed coral control knobs. 
MADE BY . . . Stewart-Warner Corp., 
Chicago. 





LAMP GUARDS 


FEATURES . . . Fifteen different types 
available, with or without reflectors, 
closed cages, lever or keyless sockets. 
Has wire collar at base of cage. DE- 
TAILS . . . Cage of ten extra-heavy 
steel wires, electrically welded and cad- 
mium plated. Will not roll when laid 
down. Cam arrangement makes cage 
usable with either rubber or wood 
handles. Fibre disk, seated inside handle, 
takes strain off cord and socket. Called 
"7100 Series". MADE BY . . . McGill 
Mfg. Co., Valparaiso, Ind. 


MIDGET RADIO 


ATTIC VENTILATOR 





FEATURES . . . 52” ceiling type fan, hav- 
ing six oak blades, for use as attic fan 
drawing air upwards from house through 
a grille, into attic, where air is dis- 
charged through windows or louvers. 
DETAILS . . . Has free air delivery of 
11,000 CFM. Three-speed controller 
available at extra cost. Metal parts fin- 
ished in black enamel. Ball bearings 
and efficient lubricating system provide 
long service and quiet operation. Lists 
at $99.50. MADE BY ... General Elec- 
tric Co., Bridgeport, Conn. 


FLUORESCENT LAMP 





FEATURES . . . Designed primarily for 
the office desk, it is also useful for store 
counter color-matching. DETAILS .. . 
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HERE ARE 
SOME OF YOUR 





Business houses, industrial plants, institutions, 
public buildings, residences—all these and many 
others make up your market for Automatic Electric 
private interior telephone systems. Such prospects 
—conscious of the time-saving and step-saving 
advantages of fast interior communication—are 
ready to buy—or are already buying. Get your 
share of this profitable business. Sell Automatic 
Electric private telephone systems. We'll help you. 


Automatic Electric, originators of the automatic 
telephone, has been making both public and pri- 
vate systems for fifty years. We show here four of 
the many types of private systems available. Our 
field representative in your territory will be 
pleased to supply you with literature, prices and 
discounts as well as to work with you on particular 
jobs. Telephone him for full information. 


Automatic Electric Intercommunicating Systems 
are designed for private service. They cannot 
be connected with the public telephone system. 





AUTOMATIC <> E 


PRIVATE 


Distributed by: 


Sales and Service Offices in Principal Cities * 
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PROSPECTS 


For Automatic Electric Interior Telephone 


SERV-U-FONES 


Attractively priced com- 
mon-talking systems in 
capacities of two to ten 
stations. Conveniently 
packaged, simple to in- 
stall. Operate from dry 
cells. 


AUTO-COMS 


Deluxe intercom. systems 
providing selective talking 
and _ selective signaling 
service for a maximum of 
ten stations, and up to five 
connections at one time. 
No switchboard needed. 


INTERCOMS 


Common-talking, selective- 
ringing systems in capac- 
ities of two to eleven sta- 
tions. Beautifully designed 
and durably constructed 
for long, faithful service. 
Operate from dry cells or 
battery eliminators. : 


P-A-X's 


Private Automatic Ex- 
change systems, available 
in all capacities. Use 
standard automatic tele- 
phones and provide for a 
variety of special com- 
munication services. 


In Canada: Canadian Telephones & Supplies, Limited, Toronto 








Systems 





LECTRITC 


INTERIOR TELEPHONE SYSTEMS 


AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, Illinois 


Equipped with magnetic type auxiliary. 
Finished in simulated bronze or pewter. 
For use with 1|5-watt, 18-inch fluorescent 
lamp. Dimensions: 15!/2” high; shade 
length is 18'44”. Catalogued as No. 800 
Fluoresight. Lists at $18.75. Other desk 
models list from $12.75 to $42.50. Latter 
is of solid cast bronze. MADE BY... 
Illuminating Arts, 2110 Commonwealth 
Ave., North Chicago, Ill. 


FOOD MIXER 





FEATURES . . . Modern styling. Bowl 
shifting device with improved control 
lever located in mixer base provides 
convenient operation. One-piece beater 
unit is easily cleaned. Sturdy drive shafts 
with new oil seals are designed to elimi- 
nate leakage. DETAILS . . . Full powered, 
multi-speed motor is automatically con- 
trolled by electrical governor. Motor 
has radio interference eliminator. The 
portable motor lifts off stand with one 
hand, nothing to release or detach. Con- 
venient switch. Catalogued as Model 
E. Will use same attachments as mak- 
er's Models B, C and D. MADE BY... 
Hamilton Beach Co., Racine, Wis. 


APARTMENT VENTILATOR 


FEATURES ... Apartment or small home 
ventilator for installation within the liv- 
ing quarters. Adjustable panels fit cabi- 
net into any window 24” to 36” wide. 
DETAILS . . . Has a capacity of 3200 
CFM. Usually installed in window, set 
to blow air outdoors. Equipped with 
resilient-mounted motor. Cabinet di- 
mensions are 24” high, 24” wide and 
151.” deep. MADE BY ... Wagner 
Electric Corp., 6400 Plymouth Ave., St. 
Louis. 





KITCHEN FAN 


FEATURES .. . Has 10” fan, totally 
made of aluminum. Four-pole motor 
rated at 50 watts, 110 volts, 60 cycles. 
Has large, wool packed bearings with 
convenient oiling tube. DETAILS . . 

Oval grille made of polished solid 
aluminum, Chain operates automatic 
motor switch and outer door. Weather- 
stripped with felt. Silver enamel finish. 
Model F fits frame walls 6” to 8”. 
Model B for brick walls 9” to 13”. 
Called "Kitch-N-Ventor". MADE BY... 
Universal Blower Co., Birmingham, Mich 


CONSTANT-LEVEL OILER 


FEATURES . . . Visible automatic con- 
stant level oiler with unbreakable reser- 
voir and adjustment for oil level. To be 
used on ring or ball bearings, gear and 
pump housings, etc. DETAILS . .. Re- 
inforcing ribs of reservoir give added 
strength and offer a grip when handling. 
Reservoir attached to lower casting by 
threaded spout. Easily removed for 
cleaning and refilling. Made in one, 
two, four and eight ounce capacities 
with all bottles interchangeable. MADE 
BY ... Trico Fuse Mfg. Co., Milwaukee. 





DUPLEX RECEPTACLE 


FEATURES .. . Receptacle takes any 
standard parallel blade cap and holds it 
from pulling out accidentally. After cap 


is inserted, a twist to right secures it. 
When cap is inserted without turning, 
it can be pulled out as from standard 
type receptacle. DETAILS ... Has com- 
pletely enclosed Bakelite or Ivorylite 
base and fits standard duplex plates. 
Called “Twist-Tite". Catalogued as No. 
9200. MADE BY ... The Arrow-Hart & 
Hegeman Electric Co., Hartford, Conn. 


TERMINATING POTHEAD 


FEATURES ... 
cable ends to seal against moisture. 
DETAILS . . . To install, bronze belling 
ring is passed over cable and set into 
end. Lead sheath is cut and belled over 
on flat surface of ring. Steel pressure 
ring goes over belled lead sheath. 
Malleable iron body is screwed directly 
on the conduit and body is filled with 
compound. Canvas Bakelite top cover 
is then passed over individual conduc- 
tors, set into body, and secured by set 
screws. MADE BY ...O. Z. Elec. Mfg. 
Co., 262 Bond St., Brooklyn, N. Y. 


For use on conduit or 





ATTIC FAN 


FEATURES .. . Line of attic fans rang- 
ing from 24” to 60”. Packed in plywood 
box which can be used as part of attic 
suction box. DETAILS .. . External ori- 
fice for greater air delivery. Balanced 
steel die cut, die formed blades. Ball 
bearing motor and pillow block. Thermal 
overload protection on motor. Rubber 
mounted belt tension device. Air de- 
liveries from 3700 CFM to 23000 CFM. 
MADE BY ... Chelsea Fan & Blower 
Co., 370 W. 15th St.. New York. 
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THE ANSWER IS ALWAYS “YES” 


Whether conduit is asked for, or switches or building wire, distributors’ salesmen selling 
G-E Wiring Materials are always able to supply the material. The G-E line is complete, 
Moreover, the materials are designed for use together and are of uniformly high quality. 





G-E Building Wire 
















G-E Boxes and 
Fittings 
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Circuit 
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G-E Heavy- 
duty Switch 
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Outlet and 
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Mercury Switch 








G-E Home Wiring — a modern 


. G-E BraidX Non-metalli method for wiring homes and 
ee Shecthed Gis small buildings which helps 


to assure complete adequacy 


/ For further information about General Electric wiring materials, see the nearest General 
ic Electric Merchandise Distributor or write to Section CDW-998, Appliance and Merchan- 
"4 dise Department, General Electric Company, Bridgeport, Connecticut. 


GENERAL @ ELECTRIC 
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VENTILATING EQUIPMENT 


FEATURES . .. Line of attic ventilators, 
air circulators and window ventilators 
with capacities from 4100 to 45,000 
CFM. Illustrated is attic ventilator, 
model D-I00, having a capacity of 
10,000 CFM. DETAILS .. . Cast alumi- 
num blades, Venturi th-oats and auto- 
matic doors. MADE BY .. . Shreveport 
Engineering Co., 1241 Dalzell St., Shreve- 
port, La. 





THERMOMETER-PLATE 


FEATURES . . . Combination wall plate 
and thermometer. DETAILS . . . Ther- 
mometer scale in horizontal position for 
easy reading and permanently placed at 
correct height in room. Plate has "Oxi- 
craft’ finish, MADE BY .. . Electra 
Manufacturing Co., Red Hill, Pa. 


PORTABLE CONDITIONER 








FEATURES . . . Light-weight, portable 
unit that cools and dehumidifies the air. 
Suggested for use in office or average- 
size room. Put in operation by plugging 
into electrical outlet, no other connec- 


tions. DETAILS . . . Dimensions: 12” 
wide by 21” long. Fits at window. Steel 
cabinet has walnut grain finish. Radial 
type compressor and one-third H.P. mo- 
tor are rubber mounted. Called "Cool 
Breeze". MADE BY ... Airtemp Divi- 
sion of Chrysler Corp., Dayton, Ohio. 


SURFACE OUTLET 





FEATURES .. . Surface convenience out- 
let for use with armored cable, leaded 
cable, "Romex" or loom. Eliminates loose 
wires and fire hazards. DETAILS... 
Die cast metal box, securely fastened, 
prevents loosening of connections. Size 
2” by 4”. No. 213 BC, illustrated, has 
ivory box, brown receptacle. No. 213 
has brown box and receptacle. No. 213C 
has ivory box and receptacle. MADE 
BY ... Marks Products Co., 80 N. 9th 
St., Brooklyn, N. Y. 





DISTRIBUTION SYSTEM 


. —_ 125” FLEX-A-POWER 


mel 


FEATURES . . . Feeder distribution sys- 
tem designed for use in small factories, 
shops and garages. Comes in 10-foot 
lengths and can be hung quickly in posi- 
tion with special types of hangers. DE- 
TAILS .. . Available in 125 amp. capac- 
ity, 2 and 3 pole construction, for 575 
volts or less. Called "125" Flex-A-Power. 
Connections with machines made by 
plugging in with "125" Flex-A-Plugs, at 
plugging points on 12” centers through- 
out the length of the feeder. Finish is 
semi-gloss French grey lacquer. MADE 
BY . . . The Trumbull Electric Mfg. Co., 


Plainville, Conn. 
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FEATURES . . . China filter for use with 
glass coffee makers. Filters clearly and 
quickly. DETAILS . . . So constructed 
that it does not need to be removed 
for cleaning. Lists at 50 cents. MADE 
BY ... Hill-Shaw Co., 311 N. Desplaines 
St., Chicago. 


DOOR CHIMES 











FEATURES ... Available in one or two 
entrance types; also obtainable in 
Junior size, having enclosed bars in 
place of tubes. DETAILS . . . Case is 
light ivory suede finish. Tubes are burn- 
ished brass, lacquered. Two-entrance 
model, No. 580, lists at $8.00. One 
entrance, No. 581, lists at $7.00 Junior 
models Nos. 590 and 591, list at $4.50 
and $4.00. Called "The Colonial". Prices 
include special transformer. MADE BY 
. . » Edwards and Co., Norwalk, Conn. 
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7 KEYS TO GREATER LIGHTING BUSINESS 


Feature these faster-selling specialties 


by WAKEFIELD 





| Shoppers’ eyes get no 

glare; merchandise 
stands out; more people 
stop to look. 



















































































ith 1. CATCHON COMMODORE. Screws into 2. CATCHON WINDOW REFLECTOR. 
nd present lighting sockets. Attractive, low-cost A low-priced unit that improves existing 
od way to modernize store lighting ... where the window light simply by screwing into 
owner wants better light but wishes to avoid present lighting sockets. Reflector shell 
ed the excessive brightness often found in enclosing adjustable to direct light to any part of 
DE globes when higher wattage lamps are used. Gives the window... which permits use of 
more direct light than regular COMMODORE. sockets mounted vertically or horizontally. 
les 
ES 
2. CANOPY BRACKET for Catchon 4. SPOTLIGHT BRACKET, used 5. COLOR CAPS. Snap onto Projector or Re- 
Window Reflector or MAZDA Projector with MAZDA Projector or Reflector flector bulbs in a jiffy, to increase the attention 
or Reflector lamp. Permits use of ceiling lamps, or with Catchon Window Re- value of their light. Come in six brilliant new colors 
fixture, both as outlet and mounting point, flector. Provides a punch of light to developed by Corning: Light Straw; Blue; Surprise 
for low cost spotlighting. Easy to install. accentuate displays; facilitate indus- Pink; Light Blue-Green; Red; and Amber. Alert 
Good for stores, cafeterias, offices and trial operations; comes with cord and merchandisers will be quick to see their helpfulness. 
industrial plants. plug. Set on floor or mount on wall. T. 
+ er HOLD- 
1 . . + screw into exist- 
_ ert to provide a 
means of installing a glass 
6. e fe enclosing globe. Here's 
AND BEAM CONCEN. a simple way to overcome 
TRATOR Like color . glare and secure more 
caps, snap onto bulbs to N. diffused light . .. in small 
eliminate any possibility > stores, offices -~ homes. 
glare from the side: A quick seller for most 
make beam extra concen- dealers. 
trated. Good for featur- 
ing special items. Also 
available with color filters. 
wo DISTRIBUTED THROUGH WHOLESALERS 
in 
“a This year there’ll be a bigger drive on better lighting for stores, offices and homes than 
is ever. Get your share with Wakefield “Red Spot” Lighting Specialties. Send for our 1939 
se catalog and our new booklet “Get into Light Conditioning for Extra Profits, 
ice 
Ine 
ior 
50 * 
ces 
BY 


989 Saleswood Park, VERMILION, OHIO 
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PROJECTOR LAMP 





] 


— 


FEATURES .. . 150-watt Mazda projector 
spot lamp has bulb of heat-resistant 
glass with inside stippled lens. Sug- 
gested for use in show-window spot light- 
ing, supplemental commercial lighting 
and local illumination in industrial plants. 
Can also be used for outdoor applica- 
tions. Produces 10,500 candlepower in 
center of 20 degrees wide beam. DE- 
TAILS . . . Overall length is 5 5/16”. 
Rated life is 1000 hours. Medium screw 
base. MADE BY .. . Lamp Dept. of Gen- 


eral Electric Co. 





BROILER 


FEATURES . . . Easily attached to 
roaster and securely locked into place. 
Easily removed for cleaning. DETAILS 
Removable reflector with cool 
handle slides in over electrical element 
and reflects heat downward for broiling. 
When reflector is reversed can be used 
for frying. Element is 1500-watts. No. 
777. Lists at $3.95.. MADE BY ... The 
Swartzbaugh Mfg. Co., Toledo, Ohio. 





FOOD WARMER 


FEATURES . . . Designed for keeping 
hot freshly baked foods. DETAILS... 
Made of aluminum with highly polished 


finish, with black Bakelite handles and 
legs. Circular, enclosed 120-watt re- 
movable element. Operates on 110-120 
volt, A.C. or D.C. Food is placed in 
tinned steel wire mesh basket which pre- 
vents scorching or burning and permits 
circulation of air. Dimensions: 8” high, 
10'!/4.” wide. Lists at $2.98, less cord 
and plug. MADE BY .. . Utility Elec- 
tric Co., 620 Tower Grove Ave., St. 


Louis. 


WINDOW VENTILATOR 
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FEATURES . . . Designed to rest on win- 
dow sill inside lower sash, thereby not 
interfering with opening or closing win- 
dow, this 18” unit is for use in small 
homes, apartments, etc. When narrow 
window sills do not give sufficient sup- 
port, adjustable floor stand may be 
used. DETAILS . .. Overlapping alumi- 
num blades. Motor is rubber mounted 
and requires only annual oiling. Cabinet 
finished in wrinkled ivory with chrome 
trim. Motor and blades have ivory fin- 
ish. Lists at $49.95. Floor stand avail- 
able at $4.00. MADE BY ... The Emer- 
son Electric Mfg. Co., St. Louis. 


PORTABLE COMBINATION 


FEATURES . . . Portable phonograph- 
radio combination has record turntable 
powered by hand-wound Thorens-Swiss 
spring motor. Batteries used to produce 
sound through audio system of radio re- 
ceiver. DETAILS . .. Radio is 4-tube 
superheterodyne with 4!/2” permanent 
magnet speaker, automatic volume con- 


trol and crystal pick-up. Radio covers 
standard broadcast band of 540-1600 
kc. Cabinet finished in weather-resistant 
airplane luggage cloth, with leather 
handle. Catalogued as HB-408. MADE 
BY ... General Electric Co., Bridgeport, 
Conn. 





ELECTRIC DRILL 


FEATURES . . . Breast plate and end 
handle design of this !/2-inch drill en- 
ables user to apply power behind and 
in direct line with drill point. DETAILS 
. . « Streamlined die cast case has two- 
tone finish of blue crackel and lac- 
quered white metal. Special wound, 
high torque motor operates spindle at 
500 RPM. Self aligning oil-less bear- 
ings. Removable side handle for close 
quarters. Sliding thumb switch. Weighs 
9'\/, pounds. MADE BY ... Speedway 
Mfg. Co., 1834 South 52nd Ave., 
Cicero, Ill. 


FLOOD LIGHT 





FEATURES .. . Suggested for illuminat- 
ing grounds, buildings, parking lots, etc. 
May be pole mounted or attached to 
walls by bracket arm providing universal! 
adjustment, so light may be directed 
where needed. DETAILS .. . Finished 
in porcelain enamel. Hood and bracket 
arm are cast aluminum. Entire assembly 
is weatherproof. If desired, may be 
fitted with water-tight, clear glass lens. 
Called "Projecto". MADE BY .. . Good- 
rich Electric Co., 2900 N. Oakley Ave., 
Chicago. 


26 WHOLESALER’S SALESMAN — August 1939 





iugust 1939 — WHOLESALER’S SALESMAN 


Left: @® Load Center—16 Single Pole @ AC Circuit Breaker Branch Circuits. 


Bottom: @® Service Equipment with D. P. 50 Amp. AC Circuit Breaker Main 
and 6 S. P., AC Circuit Breakers of capacities required. 


CASH IN ON THE BUILDING BOOM 
Stock Fast Moving AC Circuit Breaker Type 


SERVICE EQUIPMENT AND LOAD CENTERS 


Right Now —there’s a big market for this New @ AC Circuit 
Breaker Type Equipment ... Architects are specifying it ... 
Owners welcome it .. . Contractors are buying it . . . Wholesalers 


are stocking it, and making a fast profit! 


Here are a few sales reasons: Positive, automatic protection 
against short circuits and sustained overloads . . . No needless 
circuit interruptions when momentary overloads occur... No 
more “‘groping in the dark’’ to restore service . . . Merely turn the 
handle to the “ON” position after the cause of the short circuit 
has been removed . . . Operates manually like an ordinary tumbler 
switch ... Unusually attractive appearance... Priced right. 


For 120 volt AC service ... Capacities: 15, 20, 25, 35 and 50 Amp. 
. . . Approved by Underwriters’ Laboratories . . . Send for New 
Bulletin No. 58... Frank Adam Electric Company, St. Louis, Mo. 





GENERAL SALES MANAGER for Cut- 
ler-Hammer. Before this promotion B. M. 
Horter was head of the Resale Sales 
Division. He started with Cutler-Ham- 
mer as a sales engineer in the Phila- 
delphia territory. Then in ‘21 he opened 
a new territory around Wilkes-Barre, 
Pa. Soon Horter moved ahead again, 
this time to Boston as manager of the 
New England sales territory. In 1934 he 
was moved to headquarters at Mil- 
waukee. 


APPLIANCE HEAD for General Electric 
is H. L. Andrews. In this position he 
has charge of the appliance and mer- 
chandise department with responsibility 
for major and traffic appliances as well 
as construction materials. Before taking 
over this work, Andrews was vice 
president in charge of the company’s 
transportation activities, a position he 
held since 1934. During the last three 
years he has also been vice chairman 
of the firm's sales committee. 

A graduate of the University of Mis- 
souri, Andrews joined General Electric 
in 1910 and since has had broad ex- 
perience in engineering, manufacturing 
and selling. 
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NEWS 


NAMES 
annFACES 


New Officers 
At Hughes-Peters 


At a recent meeting of the board of 
directors and _ stockholders of the 
Hughes-Peters Electric Corp., Colum- 
bus, Ohio, Willis H. Liggett was elected 
president; William A. Wilson, vice- 
president and general manager; L. C. 
Freeman, vice-president; and Miss A. 
E. Hooper was re-elected secretary and 
treasurer. 

Liggett has been a director for sev- 
eral years and Wilson, a newcomer to 
Columbus, is Omaha where he 
managed a large electrical house. He 
has made several changes in personnel 
and the following men are responsible 
for their respective divisions. James 
Stevens is manager of the supply de- 
partment. J. H. Gooley is merchandise 
and operation manager, assisted by 
Frank Zartman. M. Z. Vickers has 
charge of the sound division. Ray Immel 
manager and head of radio 
parts. Harold Hiatt directs the record 
department and C. H. Buchannan is 
head of the amateur radio division. 


from 


iS store 


Policy, Television 
Discussed at Frisco 


Highlight of the Radio and Appliance 
Trade dinner, semi-annual event of the 
Western Furniture and Merchandise 
Mart’s market week, was the advice of 
Al Rice, former Kelvinator distributor, 
now market development manager for 
the Southern California Gas Co., to 
stop trying to meet mail order price 
competition. He said the policy of these 
stores is to undersell the prevailing 
price, no matter what it is. So he urged 
manufacturers, distributors and dealers 
to come up in prices, then mail prices 
will come up in proportion. Rice also 
stated that it is up to the large retailers 
and department stores to undertake the 
stabilizing job. 

Thomas F. Joyce, vice president and 
advertising director of RCA, swept 


away many a bugaboo concerning televi- 
sion when he addressed this meeting of 
700 dealers and distributors. He said 
the present engineering difficulties will 
be solved as were the early problems of 
radio and the telephone. He mentioned 
that many technical difficulties were be- 
ing dissipated already. And that the 
problem at hand is to get the public to 
invest more money in television equip- 
ment. 

Al H. Meyer, president of Leo J. 
Meyberg Co., and of the Pacific Appli- 
ance Institute, presided at the dinner. 


Proctor Launches 
Never-Lift Iron 


At one of the largest meetings ever 
held to introduce a small appliance, 
Proctor Electric Co. presented its new 
“Never-Lift” iron to some 1200 whole- 
salers, dealers and utility men on June 
27 at the Penn Athletic Club, Philadel- 
phia. 

President Walter M. Schwartz, Jr., 
Sales Manager Charles P. Culbert and 
representatives of Proctor’s advertising 
John Falkner Arndt & Co., 
told the Never-Lift story—what it is; 
how it is made; how it can be sold: 
and how it will be advertised. The iron, 
as described in our June issue, lists 
at $12.50 and is guaranteed for three 
years. 

The evening started with a fine din- 
ner, followed by the meeting. It wound 
up with beer flowing fast and freely. 


agency, 


Canadian Association 
Meets At Digby 


For four days recently 290 members 
of the Canadian Electrical Associatio: 
met at Digby, N. S., marking the 49t) 
meeting of the group. M. C. Gilman, 
president of the association, stated that 
at the close of last year the investment 
in Canadian utilities totalled $1,500,000, 
representing an increase of 56 per cent 
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...with TYPE H MAZDA MERCURY LAMPS 


Jobs like the one shown here help your cus- 


tomers get maximum production efficiency. 


The better “seeability” made possible by 
better lighting with General Electric Type 
H Mazpa Lamps relieves eye strain and 
nervous tension. Workmanship is more ac- 
‘urate, rejects lower, profits higher. Type H 
MazpA Lamps provide higher light output 


for a given cost of energy. 


Here, better lighting results in greater clarity of fine detail. 


SEE YOUR WAY T0 exéza jaropits _ 





Such jobs add to your profits too. They help 
you build prestige because a job well done 
is an inducement for still more jobs. Field 
promotion men of the General Electric 
Company will gladly assist you in selling 
light “engineered to fit the job” in every 
branch of industry. Write to either address 
given below for full details concerning 


these high-efficiency light sources. 








Order your auxiliary de- 
vices which were designed 
especially for this lamp 
from the General Electric 
Vapor Lamp Company. 


GENERAL @ ELECTRIC 


General Electric Vapor Lamp Co. 
891 Adams Street, Hoboken, N. J. 


959H 


Incandescent Lamp Department 


Dept. 165, Nela Park, Cleveland, Ohio 
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during the past ten 
generating capacity 
cent in that period. Another interest- 
ing point he mentioned is that the 
average kw-hr. price in Canada was 
1.96 cents in 1938, whereas the average 
in U. S. was 4.23 cents. 

Seventeen other speakers discussed 
various phases of the industry with 
topics ranging from power development 
to merchandising. The guest speaker, 
Angus L. Macdonald, premier of Nova 
Scotia, devoted most of his talk to rural 
electrification laws. 


Installed 
increased 60 per 


years. 


There was time out for play, too. 
And P. W. Lowlett of Sangams Elec- 
tric won the golf tournament with a 
gross of 85. J. A. Fletcher of Canadian 
General Electric took low net with a 69. 

At the election of officers, J. E. Law- 
son of the Canadian Niagara Power 
Co., Niagara Falls, Ont., was chosen 
president. 


Outlook Better 

To Ackerman 

Although slightly faded by mention of 
depressed prices and increased taxes, a 
report by W. M. Ackerman, president 
of Ackerman Electrical Supply Co., 


Grand Rapids, Mich., is primarily rosy. 
He said his business for the past num- 
ber of weeks has improved materially 
and he is looking forward to good busi- 
ness throughout the fall. 

Towards assuring it, he has put on a 
salesman to cover the northern part of 


the state, a new territory. And the stock 
room has been rearranged for 
service. 


faster 


Ralph Cordiner 
Heads Schick Shaver 


Ralph J. Cordiner has been elected 
president of Schick Dry Shaver, Inc., 
Stamford, Conn. with 
Schick, he General 


sefore going 


Was manager of 


Ralph J. Cordiner 


Electric’s appliance and merchandise 
department and chairman of the appli- 
ance sales committee. 

Cordiner has been closely identified 


30 


with the sale of appliances since his 
graduation from Whitman College in 
1922. In fact he started selling these 
lines while still in school, earning 
enough to pay for his education. Fol- 
lowing college he went with the Pacific 
Power & Light Co. as a commercial 
manager. That same year he joined 
the Portland office of Edison General 
Electric. 

Five years later he advanced to 
northwest manager and in 1930 moved 
to San Francisco as Pacific Coast 
division manager. When the company’s 
heating device section was moved from 
Chicago and consolidated with the mer- 
chandise department at Bridgeport in 
1932, Cordiner became manager and 
chairman of the management committee. 

Two years later he became assistant 
manager of appliance sales and in 1935 
was named manager of the radio divi- 
sion. The following year he became 
assistant manager of the appliance and 
merchandise department and in Janu- 
ary, 1938, became manager. 


Westinghouse Holds 
Lighting School 


Looking forward to one of the best 
years in lighting history, more than 
200 wholesalers and manufacturers’ 
representatives discussed new trends in 
commercial, aviation, and street and 
highway lighting at the fifth annual 
Westinghouse Lighting School, held at 
the Company’s Cleveland Works, July 
14 to 16. 

In welcoming the group, W. F. 
White, manager of the Lighting Divi- 
sion, pointed to a 21 per cent increase 
in Westinghouse lighting business dur- 
ing the first six months as compared 
with the 1938 period, and predicted that 
the 1939-1940 season would be the most 
prosperous in history. 

Among new _ developments _ intro- 
duced were industrial fixtures and con- 
trols for fluorescent lamps; an inexpen- 
sive unit for modernizing outdated 
street lighting; improved glassware; 
and many new units for stores, service 
stations, industries, airports and ath- 
letic fields. 

Some of the speakers were R. W. 
Jeffery, lighting consultant, Corning 
Glass Works; Earl Whitehorne, editor, 
Electrical Contracting ; Walter William- 
son, vice president, Westinghouse Elec- 
tric Supply; and O. P. Cleaver, com- 
mercial engineer, Westinghouse Lamp 
Division. 


Wholesalers Successful 
In Hotpoint Campaign 


Full line electrical wholesalers did 
themselves proud in Hotpoint’s “Battle 
Royal” refrigerator campaign, the re- 
sults of which were announced last 
month. All of Hotpoint’s 65 refrigera- 
tion distributors were in the percentage- 


of-quota-contest. And Stubbs Electri 
Co., Portland, Ore., a full-line whole 
saler, took third place. Among the thre: 
leading individual salesmen, two sel 
for wholesalers. J. C. Adams of Johnso: 
Electric, Cincinnati, was second hig] 
quota man and W. Alberts of Graybar 
Omaha, took third place. 


Loeb Again Heads 
Columbus A. W. Bureau 


A. E. Loeb, of Loeb Co., 
whose re-election as chairman of the 
Columbus (O.) Adequate Wiring Bu- 
reau has just been announced, declares 
“there is no doubt that thousands of 


Electric 


A. E. Loeb 


Columbus residents wiring 
conscious than ever before and are de- 
manding wiring adequacy as a requisite 
to better living.” 

“We have just completed a year of 
adequate wiring promotion,” said Mr. 
Loeb, “and in looking back we can’t 
help but feel proud of our accomplish- 
ments. This program has been the means 
of bringing together all branches of the 
local electrical industry and members 
of the building profession in a common 
cause. The central station, the jobber, 
the dealer, the fixture salesman, the 
contractor, the inspector, the architect, 
the builder, and, ultimately, the general 
public have all benefitted and will con- 
tinue to benefit from its operation. 

“From the start we have planned our 
campaign carefully so that the program 
would be sound, and we have been con- 
tent to make the progress slow but sure. 

“As a result of the increasing en- 
thusiasm shown by all parties con- 
cerned, we are looking forward to an 
even more successful promotion in the 
coming year.” 


are more 


Dauphin Business Up 
Since Quitting Wiring 


Since discontinuing its electrical con- 
tracting business seven months ago, to 
concentrate its efforts entirely on whole- 
saling, Dauphin Electrical Supply Co., 
Harrisburg, Pa., has increased its sales 
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TENNIS TIME in Minnesota. Three of 
these Acers are with G.E. Supply and 
Eddie Ryan, right, sells for Anaconda. 


Marshall Hawkes, left, is secretary- 
treasurer of the corporation. Next is 
H. W. Hale, traffic appliance specialist 
of the North Central District and Jack 
Hicok is appliance sales counsellor in 
that territory. 


force by 50 per cent and enjoyed a cor- | 
responding increase in business. 

President A. J. Musser anticipates 
further increases because of the im- 
proved relationships with dealers and 
contractors since the company has with- 
lrawn from wiring. And he has found 
the change completely satisfactory. 


Men Moving 
At Automatic Electric 





American Automatic Electric Sales | 
‘o., distributors of P-A-X and other | 
interior telephone systems has made | 
personnel changes in several territories. | 
H. C. Smith, who was at Albany, N. Y., | 
has gone to Cleveland as district man- | 
wer, succeeding J. W. Stafford, now 
it headquarters in Chicago. Smith’s | 
\lbany territory has been taken over 
by L. S. Grant, who was in New York 
City. 

C. T. Adair is now located in Okla- 
homa City, traveling Oklahoma and 
\rkansas. He used to cover Texas in 
ldition. That state is now served by 
H. L. Housley, Dallas; D. K. Allen, | 
Houston; and W. L. Smith, Brown- 
wood. 

E. G. Shelor, now in Chicago, will 

m make his headquarters in Atlanta. 


Third Branch 
For Madison Electric 


Continuing its expansion program de- 
igned to better serve customers in the 
ity’s outlying districts, the Madison 
Electric Co., Detroit, opened a third 
branch this month. Located at 8844 
Michigan Ave., the house is under the 
management of Clayton Detmers. 
Salesmen E. G. Bradley and R. £. 
cherille work from this branch in 
ving the trade on the southwest side 
1 in such suburban towns as Royal 


SERVICE ENTRANCE CABLE 





k, Wyandotte and Trenton. 


RUBBER COVERED POWER CABLES 


BARE WIRE 
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Railroads 
Use It! 


To give added safety to 
their greatest slogan, 
SAFETY FIRST. many 
of our country’s great 
railroads give CRES- 
CENT Wire and Cable 
the “right of way.” 

In our multi-conduc- 
tor Railway Signal 
Cables, you'll find 
every feature of tough- 
ness and durability that 
makes for long life un- 
der severest duty—ex- 
posed to all weather or 





CRESFLEX NON-METALLIC SHEATHED CABLE 
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e BUILDING WIRE 
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buried underground. 
CRESCENT > 

< 

INSULATED WIRE & CABLE CO. INC z 
TRENTON, NEW JERSEY. a 

‘ S 

Jobber Co-Operation—A Permanent Policy 0 

Atlanta Baltimore Boston Buffalo Chicago Cincinnati Cleveland 7. 
Detroit Indianapolis Kansas City Los Angeles Minneapolis i= =| 
New Orleans New York Philadelphia Pittsburgh St. Louis San Francisco = 
ms 

CRESCENT ENDURITE SUPER - AGING INSULATION 
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These Milwaukeeans are—rear row, left to right. 


R. -W. Behling, N. O. Bolander, E. F. Marks, M. K. Peterson and E. L. Harris, 


Manning Bowman Co. 


Standing in front are, left to right, M. F. Rose, Mrs. Ruth 


Herman, V. R. Taylor, L. J. O'Brian, V. A. Tribovii, R. H. Smith, L. A. Rose, 


]. L. Price and R. J. Harkins, manager. 


Fillmore Promoted By 
McCarthy Bros. & Ford 


Fillmore has been advanced to 
manager of McCarthy 


nm. FF. 


merchandise 


Bros. & Ford, Buffalo wholesalers. This 
promotion comes as a result of the fine 
job he did as sales manager of the com- 
pany’s RCA Victor division during the 
past two years. 

Long experienced in appliance mer- 


chandising, Fillmore was manager ot 
the RCA Victor Distributing 
wholesaler in that territory for RCA, 
before going with McCarthy Bros. & 
Ford. Previously he spent ten years 
with RCA Mfg. Co. and Radio Corpora- 
tion of America. 


( ry Tp., 


Dieh] Opens 
At Charlotte 


To further strengthen its position in 
the important southern territory, Diehl 
Manufacturing Co. has opened a sales 
and service office in the Johnstone Bldg., 
Charlotte, N. C. The firm also has of 
\tlanta and Dallas. James_ H. 
Lewis directs Charlotte operations. 


fices at 


Worthington Holds 
Annual Picnic 


\ short time ago the entire family of 
The Worthington Co., Cleve 
land, for the annual picnic. 
Nela Park served as the picnic grounds 
and about 1900 folks were on hand for 
And the 


nice prizes, 


( reorge 


gathere d 


the races and other doings. 
took 
including a refrigerator, portable radio, 
bicycles, food mixers and many smaller 
awards. 


winners home some 


Following supper, service pins were 
distributed to all employees who have 
been with the ten 


company years or 
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more. This 110-year old organization 
has a fine employee-record. Of all the 
employees, 138 have been with the com- 
pany from 10 to 24 years; 49 have 
records ranging from 25 to 39 years; 
10 have worked for Worthington from 
40 to 49 years and two have been with 
this distributing firm than 50 
years. 


more 


Cook-Nichols 
At San Bernardino 


Cook-Nichols  Co., 
Cal., have gone 
Bernardino, acquiring the house that 
Williams & Klentz had there. M. Birt 
has charge of the branch. Cecil Yates 
is his assistant. Philip Kirkley is fix- 
ture And N. A. Rippengal 


and San Bernardino 


wholesalers’ of 


Pasadena, into San 


manager. 
covers Riverside 


counties 


New Catalogue 
For Northland 


Northland Electric Supply Co., Min- 
neapolis, has just issued its annual cata- 

This time it is larger than 
and complete. It 
supplies, appliances and fixtures, giv- 
ing details, illustrations and list prices. 
To help the customer find what he 
wants quickly the commodities are well 
“Merchandise” appears on 
1 to 80; “Appara- 
paper, pages 81 to 96; 
on pink paper, pages 97 to 
“Commercial Lighting” on golden 
rod, 185 to 195; “Residential 
Lighting” white paper, from page 
196 to the end. 

The catalogue also contains pictures 
of the staff. Another feature, 
which is placed near the front of the 


1 
logue. 


ever more covers 


segregated. 
white paper, pages 
tus’ on 
“Supplies” 


184: 


green 


pages 


on 


entire 


directory, is called “Why Have Electri- 
cal Wholesalers?” And ten intelligent 
statements answer the question. Tl 
catalogue retains one of the previous 
features—a page devoted to proving, b 
means of figures, the fallacy of price 
cutting. 


New Man, More Space 
For Steiner Electric 


With improved business and the fu 
ture looking bright, Steiner Electric Co 
Chicago, has done some expanding 
Robert Steiner has joined the sales fore: 
and 20,000 square feet of floor spac 
has been added for warehousing. 


G.E. Merges 
Lamp Departments 


The General Electric Vapor Lamp 
Co., Hoboken, N. J., has been merged 
with the Incandescent Lamp Depart- 
ment of General Electric Co. This 
consolidation, which took place July 1, 
also brings about a name change. Here- 
after these activities will be under the 
Lamp Department of the General Elec- 
tric Co. 


Wesco Changes 
In South East 


C. R. Lee, who has been selling ap- 
paratus and supplies for the Miami 
house of Westinghouse Electric Supply, 
has been promoted to manager there. 
\nother apparatus and supply salesman, 
B. H. Boatner, also did a fine job in the 
territory and has moved ahead to man- 
ager of the Tampa branch. These men 
report to R. P. Smith, Florida division 
manager at Jacksonville. J. R. Smith, 
former apparatus and supply salesman 
in Georgia, is now service manager at 


Charlotte, N. C. 


WITH SAMPLES are E. E. Card, left, of 
Wiremold, and H. D. MacRae of the 
Fresh'nd-Aire Co. Both these men cover 
New York state for their companies 
and appear to work under that good 
idea, “You've got to show ‘em to sell 


‘ ” 


em. 
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WHY DO! STOC 


MY DEALERS G-E MAZDA , 


RE 


K AND SELL 











ad 


~ 





tewee caghe wnne tote 


“ 
@-E MAZDA LAMPS | 5} 
cCTRIC 


GENERAL @ Ee 








ee 


...and my dealers know that a nationally advertised 
product is lots easier to sell. Their customers know 
more about G-E Mazpa lamps than all the other 
brands put together. They also know that G-E Mazpa 
lamps are made right and that they stay brighter 
longer. 

“As aresult of all this advertising, their customers are 
pre-sold on G-E Mazpa lamps when they come in. 
That saves them time to sell larger lamp 

bulbs and make more profits for all of us.” 








This ad is typical of the interesting G-E 
MAZDA lamp selling ads in today’s magazines. 
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CELEBRATING with Paul Tafel (right) the 25th Anniversary of the Tafel Electric 
Co., Louisville, are J]. T. Caldwell (left) of Westinghouse Lamps and J. D. Scholtz, 
Mayor of Louisville. As reported in our June issue, many associates of Paul Tafel 
celebrated the occasion at the Anniversary Dinner held at French Lick, Ind. on 


June 3. 


Air Conditioning 
At Carboloy Plant 


Proper temperature and humidity, to 
keep employees comfortable and pow- 
dered metal stocks properly controlled 
for mixing, have been achieved in the 
Carboloy Co.’s new Detroit plant with a 
year-round air conditioning system. 

The conditioning in the two-story ad- 
ministration building is divided into 
three distinct zones. But the installation 
in the powder-metal department is much 
more exact, for 80 degree temperature 
and 35 per cent relative humidity must 
be maintained. 


New Positions For 
Seeger and Harwood 


Cutler-Hammer, Inc. has promoted 
E. W. Seeger to manager of the De- 
velopment Department and P. B. Har- 
wood to manager of the Engineering 
Department. They report to G. S. 
Crane, vice-president in charge of sales 
and engineering. Seeger, who has been 
with the company since 1913, was 
formerly in charge of Production Engi- 
neering. Harwood, a Cutler-Hammer 
employee for 20 years, was assistant to 
the head of the Production Engineering 
Department. 


Personnel Changes 
At G. E. Lamp Department 


Several personnel changes have been 
made recently in General Electric’s 
Lamp Department. L. R. Wilson, for 
the past three years assistant manager 
6f the South Pacific division, Los An- 
geles, has moved to Portland as North 
Pacific division manager. Harold A. Ol- 
son, who had this position, has been 
promoted to assistant manager of the 
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Atlantic division, New York, the largest 
of the company’s 17 sales divisions. 

R. B. Oliver, formerly assistant man- 
ager at New York, now has charge of 
all national and syndicated accounts 
originating in the New York area. W. 
H. Robinson, Jr., has been promoted to 
assistant manager at Los Angeles, the 
post vacated by L. R. Wilson. 

J. W. Milford, publicity director of 
the department has resigned to join the 
Publicity Department of N. W. Ayer & 
Son, advertising agency. He started 
with the old Edison Lamp Works at 
Harrison, N. J., in 1926, as an adver- 
tising copy writer. C. W. Maedje, asso- 
ciated with Milford during the past five 
years, is now responsible for this ac- 
tivity. 


Latham Distributing 
Gale Space Coolers 


Getting into the air conditioning field, 
E. B. Latham & Co., with houses at 
New York and Newark, has taken on 
the distribution of the “packaged” air 
conditioning units made by Gale Prod- 
ucts of Galesburg, Ill. Walter A. Cohen, 
who has charge of Latham’s radio sales, 
will also direct sales activities on the 
Gale line. These space coolers, listing at 
$169.50 and $139.50, filter, cool, dehu- 
midify and circulate the air. 


Brown Now 
Pennsylvania Secretary 


Richard P. Brown, former president 
and now chairman of the board of The 
Brown Instrument Co. and vice-presi- 
dent of Minneapolis-Honeywell Regula- 
tor Co., has been appointed secretary of 
the newly formed Department of Com- 


merce of the Commonwealth of Penr- 
sylvania. 

Governor Arthur H. James made 
fine choice, for Brown has been in the 
business world some 30 years and has 
long been interested in the industria] 
development of the state. 


MEN ON 
THE MOVE 


Nelson Hicks has joined Wester: 
Agencies, Ltd., radio and appliance dis 
tributors of Vancouver, B. C., as sale 
manager of the washer division. He was 
with the Hudson Bay Co. of that city. 


. 


Frank D. Faulkner is covering th: 
southeastern territory for the Polaroid 
Corp. He formerly worked out of At- 
lanta for the Michigan Stove Co. 


* 


Matty Mandres and Tom Nolan ars 
now on the sales force of Apollo Dis- 
tributing Co., Newark N. J. Mandres 
is covering the entire territory as a spe- 
cialist and Nolan is working Monmouth 
and Bergen counties. 


* 


Mildred Hickman is now director of 
the home economics division of the Edi 
son General Electric Co. She was home 
economist of the refrigeration depart- 
ment. 

* 


Fred W. Wentker and W. L. Jones 
have been promoted by RCA Manufac- 
turing Co. Wentker, who was assistant 
manager of the Service Division, be- 
comes assistant Photophone Division 
Manager. Jones is now National Serv- 
ice Manager. He had been head of 
Photophone service activities. 


* 


Sylvester T. Thompson has been 
elected vice president of Zenith Radi 
Corp. He was promoted from manager 
of export sales. John R. Howland has 
joined the company as assistant to the 
president. He had been with Philadel- 
phia Storage Battery Co. as assistant 
secretary. 

* 


H. C. McDaniel is now on the com 
mercial engineering staff of the Lam; 
Division of Westinghouse Elec. & Mfg 
Co. at Bloomfield, N. J. A lighting spe- 
cialist since 1928, McDaniel comes t 
Westinghouse from Central Illinois Pub 
lic Service Co., Springfiled. 


* 


Philip M. Pritchard of Hygrade-Syl 
vania has moved to Chicago as assistant 
to L. A. Wheelock, western divisio1 
equipment sales manager. He was at 
3altimore as head of renewal tube sale 
in that area. Howard J. Fairbanks 
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Pittsburgh division manager for the | 
company, has also taken the Baltimore 
territory. 


* 


Robert Burrows has joined the Cin- 
cinnati house of G.E. Supply Corp., as 
radio and traffic appliance specialist. 

* 


W. P. Dashiell is handling supply and | 
appliance lines in Maryland, Kent and | 
Sussex counties for Westinghouse Elec- 
tric Supply, Wilmington, Del. He was 
formerly with General Electric. 

+ 

Jerry Driscoll is covering northern 
California for the Leviton Mfg. Co. His | 
office is at 21 S. Park St., San Francisco. | 

. 


C. M. Sheidler has joined the sales 
staff of the Commercial Electric Co., 
Toledo. 

~ 

“Bob” Robinson is traveling from | 
Cadillac, Mich., north to Marquette for | 
Ackerman Electrical Supply Co., Grand | 





WHERE LAMP FAILURE 





Rapids. He was promoted from inside | 
sales. 
* 


Kenneth Hill has been promoted from 
the stock room to outside sales for Re- 
public Electric Co., Davenport, Iowa. 
He is covering the eastern part of the 
state. 

* 


S. B. Billow has joined the Gold Seal 
Electric Supply Co., Philadelphia, as an 
outside man. I. Goldberg has 
advanced from the shipping department 


i 
sales 


SALES ENGINEER for General Electric 
Supply Corp. at Richmond, Va. In this 
work, W. E. Henry, Jr. helps contractors 
and industrials with their engineering 
problems. A graduate of Coyne Electric 
School, Chicago, he has been with the 
Florida Public Service Co., the engi- 
neering department of North Carolina's 
engineering department, and he also 
had his own engineering firm at Ra- 
leigh, N. C. 





You can win friends and customers with this 
fool-proof line of lamps. They have long life, 
no lag, are shock resistant, and are very low 
in current consumption. They are available 
in five sizes ranging from 1% watt to 3 watts 
and are furnished with base to fit standard 
sockets. 

The demand for these lamps is growing 
rapidly. They are ideal pilot and indicator 
lights, test lamps and exit lamps for stores, 
theaters, and other commercial buildings. Be 
sure to carry a stock of these lamps. Where 
lamp failure means danger or doubt, sell 
General Electric Neon Glow Lamps. General 
Electric Vapor Lamp Company, 891 Adams 
Street, Hoboken, New Jersey. 


MEANS DANGER OR DOUBT 


14, Watt, 115 Volts—T414 
Bulb. Supplied with Can- 
delabra Screw Base Only 


4 Watt, 115 Volts—G10 
Bulb. Supplied in 1.0 
Watt for 220 Volts 


2 Watt, 115 Volts—S14 
Bulb. Finish—Clear, 
Sprayed Red or Yellow 


3 Watt Bulb $14. Finish— 
Clear Sprayed Red or 
Yellow 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 





August 1939 — WHOLESALER’S SALESMAN 








A SHAWMUT 
FUSE IS THE | 
FUSE T0 USE 





Shawmut links 











their length 


No added thickness, 
no welded joints 


SHUR-LAG 


RENEWABLE FUSES 


THE CHASE-SHAWMUT COMPANY 





NEWBURYPORT, MASSACHUSETTS 
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to assistant to the purchasing agent, 
William Goldberg. And Miss C. Oster 
is now assistant secretary and treasurer. 


* 


Richard L. TenBroeck is the latest 
newcomer to the sales force of the H. 
Poll Electric Co., Toledo. He specializes 
on appliances. 

* 


Holland C. Pile was recently elected a 
director of Curtis Lighting, Inc., succeed- 
ing W. §S. McCullough, secretary and 


treasurer, who resigned. 
* 


J. B. Rogovoy is traveling the eastern 
territory for the Jewel Incandescent Lamp 
Co., Newark, N. J. He reports to L. D. 
Tuck, district sales manager. 

* 


John W. Clarke is covering eastern 
Iowa for the Roller-Smith Co. He head- 
quarters at 327 S. LaSalle St., Chicago. 


* 


Arthur Newman and Owen Webb have 
joined Detrola’s sales staff. Newman, for- 
merly with Grunow Northwest and Kelly- 
How-Thompson Co., Minneapolis-St. Paul, 
is covering parts of Minnesota. WebB, 
formerly sales manager for Stern & Co., 
Hartford, is traveling New England. 


* 


John H. McKenna is now eastern man- 
ager of utility sales for the Knapp-Mon- 
arch Co. He had been with A. J. Linde- 
mann & Hoverson Co. for 15 years and 
was eastern sales manager when he re- 


signed. 


OBITUARIES 


Ervin G. Stackel 


Ervin G. Stackel, 39, died on June 6. He 
had been with the Essex Wire Corpora- 
tion, Detroit, since 1930, as their represen- 
tative for that district. 





John H. Boos, Jr. 


John H. Boos, Jr., 37, district merchan- 
dise manager for the Westinghouse Electric 
Supply Co., died of pneumonia on June 30 
after an illness of six months. 

Mr. Boos had been associated with West- 
inghouse for 13 years. He graduated from 
the Rankin Trades School, studied radio 
engineering at Washington University, and 
taught evening classes at Soldan High 
School, St. Louis some years ago. 

Surviving are his widow and two chil- 
dren. 


William H. Vogel 


William H. Vogel, 61, president of 
Ostrander Electrical Supply Corp., New 
York, died July 1 of a heart attack. 

Born in New York City, Mr. Vogel was 
a Mason, and was financial secretary of 
the Caldwell Methodist Church in New 
Jersey. 

Surviving are his wife, three sons, and 
two sisters. 






MEETINGS AHEAD 


Chicago—National Electrical Manu- 
facturers Association at Palmer House, 
October 23 to 27. 


Cincinnati— National Electrical Whole- 
salers Association at Gibson Hotel, Oc- 
tober 16 to 20. 


Estes Park, Colo.Rocky Mountain 
Electrical League, annual convention, 
September 7 to 9. 


French Lick, Ind.—Indiana Electric 
Association, annual convention, Sep- 
tember 28 to 30. 


Indianapolis—N ational Association of 
Power Engineers, August 28 to Septem- 
ber 1. 


Minneapolis—American Institute of 
Electrical Engineers, Great Lakes dis- 
trict, September 27 to 29. 


Philadelphia—N ational Electrical Con- 
tractors Association at Bellevue-Strat- 
ford Hotel, October 9 to 12. 


San Francisco—International Associa- 
tion of Electrical Inspectors, northwest 
and southwest sections, August 14 to 18. 
Western section at Hamilton, Ont., Sep- 
tember 11 to 15. Southern section at 
Asheville, N. C., September 18 to 22. 
Eastern section at Providence, R. L., 
October 2 to 6. 


os 
San Francisco—lIlluminating Engi- 


neering Society at Hotel Fairmont, Au- 
gust 21 to 25. 


MORE FACTS 


ON PRODUCTS 





Attic Fans—Torrington Mfg. Co., Tor- 
rington, Conn. Bulletin No. 11639 de- 
scribes and illustrates their new attic fan 
blades, recently added to their Aristocrat 
line. It includes information on their two, 
three, and four-blade models, and gives 
performance ratings. 


v 


Breakers—General Electric Co., Sche- 
nectady, N. Y. Bulletin GEA-3143 
describes and illustrates their FH sta- 
tion-type circuit breakers, giving details 
of the metal cells and cubicles as well 
as the breakers for these cells and cubi- 
cles. 
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JOINS TRIANGLE. James J. 
Coughlin, Jr. is now covering the 
greater New York territory for 
Triangle Conduit & Cable. He is 
well known to the trade through 
his former association with Trus- 
con Steel, Steel & Tubes, Nationa! 
Electric Products and Harvey 
Hubbell. 





Chimes—Marks Products Co., 
N. 9th St., Brooklyn, N. Y. 


Inc., 84 
A 4-page 


folder illustrating and describing their 
line of door and signal chimes. 

v 
Controls — Columbia Vari-Speed Co., 


Wheaton, Ill. An 8-page booklet cover- 
ing their JFS-Jr. vari-speed controls. 
Controls are described in detail. Pic- 


tures, diagrams and _ illustrations of 
applications are included. 

v 
Electrical Connectors—Ilsco Copper 


Tube & Products, Inc., 5629 Madison Rd., 
Cincinnati. An easy-to-use catalog, with 
pictorial index, lists prices and complete 
catalog data on their line of solderless 
and solder lugs, service connectors, 
ground-rod clamps, fuse clips, sheet ter- 
minals, and current transformer connec- 
tors. 


v 


Drill Chart—Super 
Hoover Rd., Detroit. 


Tool Co., 21650 
A chart showing 





the correct sizes of their super-carbide | 


tipped masonry drill for a representative 
list of makes and sizes of expansion 
shields or plugs. 


v 


Fans—The Autovent Fan & Blower Co., 
Chicago, Ill. Bulletin No. 201-A gives 
full description and details of their acid- 
moisture proof and _ vapor-explosion 
proof propeller fans. 


v 


Fluorescent Lamps—General Electric 
Co., Nela Park, Cleveland. A_ booklet 
containing engineering data on fluorescent 
lamps, including operating data, perform- 
ance factors, auxiliaries, operating char- 
acteristics, color quality, and application 
considerations. 
v 


Fluorescent Lighting—Fluores-O-Lite 
Mfg. Co., 57 Branford St., Newark, N. J. 
An 8-page booklet illustrates and gives 
complete specifications for their fluores- 
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Gye ALR irs SSP 


Tough — long wearing — heavy duty 
60% jacketed 


PORTABLE CORDS 
WELDING CABLES 
MINING MACHINE CABLES 


Designed for maximum flexibility, to resist fracture 
due to twisting, and with strength to withstand sharp 
jerks and pulls under torsion. 


Send for samples. 
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Extra Profits From This Extra Long Life 


NEW TYPE HACKSAW BLADE 


MILFORD 
FLEXIBLE 
REZISTOR 














CUTS 
TOUGHEST 
IN A FRAME METAL 


Outlasts 8 to 10 Ordinary Blades 


Here’s the blade—Milford Flexible Re- 
zistor—that ends all hacksaw blade trou- 
ble! Ends unnecessary expense, ends 
lost time, ends danger from breaking 
blades. Cut the toughest metal, as fast 
as you can, you won't break a Milford 
Flexible Rezistor. 

Part of the reason for the amazingly 
long life of this abuse-proof blade lies in 
a discovery by Thompson metallurgists— 
a new, secret process of heat-treating spe- 
cial alloy high speed steel so that it be- 
comes shatterproof. 


THE HENRY G. THOMPSON & SON CO. 


227 CHAPEL STREET NEW HAVEN, CONN. 


WONT 
BREAK 





The rest of the reason is found in 
another exclusive feature of Milford 
Blades—the Easy-Starting Teeth. They 
start a cut at any angle with no danger 
of ripping out teeth. Saves blades, saves 


time, saves expense. 


Send for price list and jobber’s dis- 
count—or better still, order a supply of 
Milford Flexible Rezistors now and 
equip your men to get this extra busi- 
ness and profit immediately. 




























ALL Kinds 
of Fittine< 


EBON re 


type of electrical con- 


For any combination of 


for every 
nection. 
tube, bar, cable, or wire. 


More than 6,200 items. 


Clamp Type 
Tees in all sizes 
High copper 
alloy; machined 
contact sur- 


laces. 


Self-Locking Tees 
that hold perma 
nently tight. With 
and without exten- 
sion. 


Reducer Con- 

nectors for 

different sizes of cable. High copper 
with Everdur bolts, nuts, lockwashers, 
You will be interested in the many 
NEW and IMPROVED fittings in 
the Penn-Union Catalog. Write 
for it. 

Every item thoroughly tested, and 
Dependable. 

Preferred by leading Utilities and 
“Industrials.” 

Sold by leading jobbers 
PENN-UNION ELECTRIC 
CORPORATION 
ERIE, PA. 

You'll find it in the complete line 


UNION 


Conductor Fittings 


Floodlighting — General 
| Schenectady, N. Y. 








cent lighting units, including their show 
case, low and high ceiling, window, and 
bench models. 

v 


Electric Co., 
GEA-3100 illus- 
trates and describes their floodlighting 


| units for schools and colleges, and in- 
cludes pictures of actual installations. 


v 


Hand Tools—Bonney Forge & Tool 
Wks., Allentown, Pa. Catalog No. 39 
covers their full line of alloy steel sock- 
ets, wrenches and small hand tools. It 
includes information on the new addi- 
tions to their line, and new items for 
special operations, as well as complete 
sets of sockets and tools. 


v 


Lighting—Goodrich Electric 
N. Oakley Avenue, Chicago. “Modern 
Lighting for Service Stations” is the 
name of bulletin No. 63 on this type of 
specialized lighting. Included is a 
series of typical lighting layouts f 


Co., 2900 


tor 
stations, and engineering data including 
lighting curves and charts for mounting 
floodlights, pump island standlites, etc. 


v 


Lighting—Parco Lighting Equip. Co., 12 
Waverly Place, New York. A 3l-page 
book illustrates and gives complete speci- 
fications for their direct, semi-indirect 
and indirect luminaires, including the 
ceiling, bracket, and standing models. 
Also included are their recessed boxes, 
exit lights and bowl hangers. 


v 


Motor Starters—General Electric Co., 
Schenectady, N. Y. GEA-2964A gives 
complete information and illustrations of 


their new magnetic 
Photographs of 
included. 


starter. 
Teatures are 


motor 
special 


v 


Portable Batteries—Burgess 
Co., Freeport, Ill. “Replacement Guide to 
Portable Batteries” is the name of their 
folder giving information on the correct 
size of dry batteries to fit portable radio 
receivers. It lists the make of the radio, 
the model number, the batteries used and 
the name of the manufacturer. 


v 


Service Equipment—Frank Adam Elec. 
Co., St. Louis. Bulletin No. 58 gives 
specifications and pictures of their circuit 
breaker panelboards and and 
their load centers. 


Battery 


cabinets, 


v 


Sound Equipment—RCA Mfg. Co., 
Camden, N. J. 56-page catalog contain- 
ing listing of all RCA sound equipment 
for a variety of applications in indus- 
trial, entertainment and_ educational 
fields. Indexed and cataloged with pho- 
tographs, prices, specifications and gen- 
eral descriptions. Also a chart of six 
basic sound systems which, with extra 
equipment for special requirements, 
cover every standard application. 


v 


Switching and Protection—Kolton Elec. 
Mfg. Co., 123 New Jersey R.R. Ave., New- 
ark, N. J. Bulletin “C-2” describes and 
lists their lines of cartridge and plug 
cutouts, slate fuse blocks, dead front cut- 
out covers and neutral blocks. 


v 
Switchgear—Roller-Smith Co., Bethle- 
hem, Pa. Catalog 8-a covers their metal- 
clad switchgear for indoor service. Illus- 





HOW TO KILL A SALE 


SORRY, JONES, ( HAD To 
GIVE THAT ORDER You 
EXPECTED TO THE WILKIN 
COMPANY .— We'LL MAKE 
tT VP TO You ON 
SOMETHING ELSE 





BUT YOU KNOW YoU 


PROMISED THAT TO ME / 
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trations showing the equipment and 
typical installations, and diagrams of 
andard arrangements of the different 
pes of switchgear, are included. 


v 


Transformers and Chokes — Jefferson 
Electric Co., Bellwood, Ill. Television 
omponents, power transformers, filter 
hokes, tube deflecting yokes, oscillation 
and output transformers are described 
nd illustrated in Catalog 391-R. 


v 


Wiring Devices—Circle F Mfg. Co., 
rfrenton, N. J. Catalog No. 15 con- 
tains 51 pages of illustrations and speci- 
fications on their light switches, sock- 
ets, receptacles, current taps, outlets, 
cutouts, wall plates, rosettes, and mis- 
cellaneous parts. 





You Can Sell 
Canners 
CONTINUED FROM PAGE |! 


neer is the laboratory. See the chief 
chemist, the bacteriologist, and the 
consulting chemists. 

Much of the load of the technical 
planning is taken by the sales en- 
gineers of the machinery, equip- 
ment, can, bottle and package 
makers. Meet these men if you can. 
Let them know you are on the job 
and ready to help. 

Remember in talking to them, 
that the speed with which processes 
can work may be very important 
to the qualities of finished products. 
Electrical controls increase the 
speeds of machines. Better lights 
and air conditioning, radios, etc., 
increase the speed of the workers. 

Meet the foreman of the packag- 
ing room. Under him may also be 
the storage warehouses. He needs 
and controls for his ma- 
chines, better lights for inspection, 
ind instruments. 

And most important, see the elec- 
trician or the electrical contractor. 
He needs you. For with all of this 
forced modernization going on, can- 
nery electricians are among the 
world’s biggest consumers of head- 
iche powders. 

The local farm agents may be of 
service too. Most canneries 
studied intensely by these helpers 
f the farmer. 

This makes an awful lot of people 
to see in order to sell one type of 
plant. But many of them can buy 
for other markets or help you to 
sell elsewhere. 


motors 


are 


And cannery busi- 


ness can be sweet if you get to know 
these men. 
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line is 


The Lotrobe Line is 
complete for all resi- 
dential,commercial, 
industrial 
quirements. In ad- 
the entire 

designed 
with the idea of re- 
ducing installation 
time ...an impor- 
tant point to con- 
sider when select- 
™ ing floor boxes and 
E wiring specialties 





re- 


. 285 Do 
ant Receptacle 


most attractive. 


The | fitting 


easy-to-instal 





ket. Shown in 
No. 200 Cover 


uble Duplex 


FLOGRA BOXES 
AND WIRING 
SPECIALTIES 





Nozzle 


compact and 
on the mar 


illustration with 


Plate. 





S| FULLMAN MFG. CO. 


LATROBE ° 


PENNA. 


Nozzle. 


Adjustable Water Tight 


No. 130 Box with No. 207 Bell 


trates how tapered unit re- 
ceptacle fits tapered opening 
in adjustable 
eliminates many small parts. 


Cover 
height 3!/”. 






130 "Latrobe" 


Floor Box 


Cut-away view illus- 


ring. Design 


plate 3!/.”—overall 








A NEW, 


EASIER WAY 


TO SELL MORE 





PORTABLE DRILLS 


For All 
Rotary Elec 
tric Portable 

Drills 










DRILLS concrete, 

brick, tile, etc. 50% 

to 75% FASTER. Up 

to 50 Times Longer 

Life. Safe on Fragile 
Work. 





Using this FAST, NEW 
type of Drill Point 


@ Carboloy Masonry Drills step up 
the performance of any 
portable drill 
You drill concrete, brick, tile, porce- 
to 75% 
faster, eliminate frequent changing 
of dull drill points, and get more 
accurate, cleaner holes. 


lain, 


rotary 
you demonstrate. 


50% 


slate, etc., 


Carboloy Masonry Drills ALONE 


are real volume builders BUT when 


you team them up with 
your portable drill 
demonstrations, you do a 
2-way profit-making job. 

Step up your portable drill 
and drill point sales to elec- 
trical contractors and others 
who drill holes in 
struction materials. Write 


sales 


con- 











for leaflet and quick profit 


resale proposition. 


CARBOLOY COMPANY, INC. 


11133 E. &- Mile Bivd., Detroit, Mich. 


CARBOLOY 





MASONRY DRILLS 








FUSES ABOVE 
COMPETITION 


A pretty broad statement? But 
any Jobber’s salesman push- 
ing TRICO “Powder-Packed" 
Renewable Fuses knows what 


He knows that the renewal 
element of a TRICO fuse 
cannot be interchanged with 
any other type. e alone 
gets all the repeat business. 


He knows too, that his cus- 


tomers are guaranteed bet- 
ter service because each 


TRICO Renewal Element is 


custom-built and loaded 
with engineering values 
that promote safety, effi- 
ciency, proper time-lag and 
dependable performance— 


all at NO EXTRA COST. 
And TRICO’S "Thru the 


Wholesaler" policy is real 


PROFIT PROTECTION. 


That's why TRICO 
FUSES are above com- 


petition—and why you should 


SELL TRICO 


Trico Fuse Mfg. Co., Milwaukee, Wis., U.S.A. 


TRICQ 


STOP WASTED k 





a 


LOWATTS AN L SHUTDOWNS 











REFLECTO-DUCT 


FLUORESCENT LIGHTING 


Copyright & Patent Pending 


A new and better reflector that is 
@ INEXPENSIVE 

@ HIGHLY EFFICIENT 

@ EASY TO INSTALL 

@ RICH IN APPEARANCE 

* 


LISTED BY UNDERWRITERS 
LAB., INC. 





WHOLESALERS— 


Write for details on our prop- 
osition. 


There's profit in it for you! 


REFLECTORS, INC. °2i3,fazx‘ers + 











Ba 
SLKE 
je” Rea 


Bga. 


ALL 
SCRULUGS 
ARE TIN- 


BURNDY 


ENGINEERING CO., INC. 
459 E. 133 Street, N.Y. C. 


ADVERTISERS’ 
INDEX 


A 


Adam Electric Co., F See oe 

American Automatic Elec. Co (oe ae 

Arrow-Hart & Hegeman Electric 
Co., Dae + a ae a 


B 


Burndy Eng’r’g. Co 
Bussmann Manufacturing Company 
Back Cover, 


c 


Carboloy Co., Inc 

Chase Shawmut Co 

Colt’s Patent Fire Arms Mfg. Co 
Couch & Co., S. H. cd at 
Crescent Ins. Wire & Cable Co. ‘ 


Cutler-Hammer, 
‘oui Front Cover 


Fullman 


General Electric Co. (Bridgeport) 23 
General Electric Co. (Nela Park) 33 


General Electric Vapor Lamp Co. 
29, 35 


I 


Ilsco Copper Tube & Products, 
Inc. 


Penn Union Elec. 


Plymouth Rubber Co., Inc 
Inside Back Cover 


Reflectors, Inc. 
Rome Cable Co 


Square D Company 
= 


Thompson & Son Co., The H. G.. 
Triangle Conduit & Cable Co 
Trico Fuse Mfg. Co 


Ww 


Wakefield Brass Co., The F. W.. 25 


You 


ILSCO COPPER TUBE & PRODUCTS, INC. 





BEST SELLERS 


ILSCO 
Solderless Lug 


Should 
Know 


ILSCO "See 
Set-Screw them 
Connector (and others) 

; in new ILSCO 
catalog. 
Write for yours today!" 


Straight Connector 
Dept. WS 


5629 Madison Road Cincinnati, Ohio 
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 - POREIGN 
SHIPMENTS 
SIMPLIFIED 


We handle over- York, carry the for 
seas orders for eign accounts and 
American electrical assume the re- 
wholesalers or elec- sponsibility for 
trical man- consular 
ufacturers. and cus- 
e pay toms re- 
cash in New quirements. 


EK | 


360 FURMAN ST. . 
CABLE ADDRESS Th Py ALLCODES * ‘PARLECTR 2S 




















Manufacturers’ Representatives 
WANTED 


Majority of states available. Recog- 
nized and established line of 
CONDUIT FITTINGS. Leading whole- 
salers in most states now handling 
the line. It is a money maker. We 
invite correspondence from live wire 
manufacturers’ representatives who can 
do a real selling job and we guaran- 
tee territorial protection. State whether 
you maintain a warehouse. Address 
your letters to 


Box No. WS-81, Wholesaler’s Salesman 
330 West 42d St., New York City 











INSULATED 
STAPLES 


S.H.COUCH COMPANY, inc. 


North Quincy, Mass. 
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